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(CCOUNTING AND REPORTS 





of the Smaller Companies 


By CYRUS W. KURTZ 


Red Hook Telephone Co., Rhimebeck, N. Y. 


REQUIREMENTS MADE BY taxing and other agencies of 


the government cause a higher standard of accounting 


methods. 


Keep records daily if tax or other reports are to 


be prepared without the necessity of reviewing records for 


the period under consideration. 


Address given before con- 


vention of the New York State Telephone Association 


problems of small telephone 
companies do not greatly differ 
from those confronting larger com- 
panies. Similar problems confront 
the telephone industry as a whole 
because of circumstances surround- 
ing the nature of conduct set down 
for all companies by the proper reg- 
ulatory bodies. The reason then for 
calling certain companies “Smaller 
companies” is primarily because of 
their smaller scope of operation. 
This often means, however, that a 
small problem for the large com- 
pany is a big problem for the small- 
er one. While it may be true that 
the smaller companies do not have 
all the problems of the larger com- 
panies, the employes’ responsible 
for the accounting records in the 
smaller companies, because of their 
lesser number, find the making of 
reports is a more difficult task. This 
fact is based on the theory that if 
two heads are better than one, then 
four heads are equally better than 
two. 


"Tove ACCOUNTING and report 


Present-day accounting has been 
brought up to a higher standard not 
only for the larger company but also 
for the very smallest telephone com- 
pany, so that the officers responsible 
for the financial conduct of the com- 
pany may be able to make ends 
meet in the face of the seemingly 
great odds to which all companies 
have been challenged. Thus it might 
be said, due to the requirements 
made by the taxing agencies of the 
government, that in the case of many 
companies, closer control of accounts 
has been the result. 

For example, we may review the 
accounting procedure for payrolls as 
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The requirements exacted by state and 


governmental taxing agencies make it 


necessary for companies, large or 
small, to exercise closer control of ac- 
counts, says CYRUS W. KURTZ, in or- 
der to correctly comply with such re- 
quirements and at the same time make 
meet in the face of 


financial ends 


seemingly great odds. 


practiced four years ago. Except 
for purposes of distributing the 
amounts paid to employes to the 


proper accounts in accordance with 
the work done by each employe, and 
records for computing compensation 
insurance reports, payroll records 
were simple and adequate for that 
time. 

Today, however, with the quarter- 
ly reports due the federal govern- 
ment for social security taxes and 
similar reports due the state for un- 


employment contributions, the pay- 
roll records have had to be revised 
so that complete information for 
these various reports was available. 
Most of the smaller companies are 
further required to make annual re- 
ports, of amounts paid to its em- 
ployes during the year, to the fed- 
eral government for unemployment 
contribution purposes. 

The need for adequate records is 
paramount if these reports on pay- 
rolls are to be made correctly and 
the tax payments based on these re- 
ports are equally correct. Further 
emphasis is made for the need of 
adequate payroll records today be- 
cause of the passage of the Wage- 
Hour Act, which will result, no 
doubt, in additional reports for many 
companies. 


Importance of Issuing 
Contract Work Orders 

Keeping in mind the accounting 
and report problems of the smaller 
companies, let us separate these into 
three groups: 

(1) Inter - departmental reports, 
or those reports on which company 
records are based. 

(2) Federal and state reports. 
(3) Annual reports to the state 
public service commission and to the 
state tax department. 

It should be the policy of every 
company to issue contract work or- 
ders covering all telephones installed 
or removed and for any changes 
whatsoever in equipment or station 
records requested by subscribers or 
made by the telephone company. 

An installation order, when issued, 
notifies the plant department to 
make arrangements for material 
needed and to assign the job to be 
done to an installer. When the sta- 
tion is installed, the traffic depart- 
ment must be notified so that service 
will begin at once. Billing records 
must be set up and proper notice 
given to the commercial department 
for future collection. 

The accounting department is held 
responsible for recording the amount 
of material used, making proper en- 
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tries when certain units are reused 
and also for maintaining the station 
count for the company records. Care 
must also be taken to include the 
new subscriber in the next issue of 
the directory. In the case of tele- 
phone removal the routine is more 
or less reversed but the net effect for 
each department is similar. 

When changes are made, upon no- 
tification from either the subscriber 
or the telephone company, affecting 
the equipment, rate, service or list- 
ing, there should be no exception re- 


charged, if such a practice is not 
already in effect. Usually the method 
used is to assign No. 1 for poles, 


No. 2 


for cable, No. 3 for wire, a 


combination of figures together with 
the figure 8 for work in connection 


with 
changes 


the removal or 


subscribers’ telephone 


installation, 
of 


equipment and wiring. 


letter C 
for removal work, R for repair main- 
tenance work and M for maintenance 
work due to changes. 


These numbers are followed by the 
for construction work, X 


Thus, 1-C is 





counts outstanding on the other sic 
of the ledger. 

It is a simple process of adding 
the daily deposits, representing sul- 
scribers’ payments, to the previous 
bank balance and showing a corre- 
sponding deduction for subscribers’ 
payments from the previous balanc: 
of outstanding accounts. 

The weekly report may consist « 
a summary of activity for the week 
and may include the following in- 
formation: Net gain or loss of sta- 
tions; subscribers’ accounts out 
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work orders to cover the change. rial used in setting a pole, 2-X for balances; bills payable; payroll for 


Because of the number of depart- 
ments affected several copies of the 
original order should be made to 
enable the prompt notification of the 
various departments interested. 

These contract work orders form 
such an important part because the 
information they furnish is the basis 
for many reports later on. The cost 
of telephone equipment and wiring 
finds its way into the assessment 
figure on which are computed local 
and state franchise taxes. Mainte- 
nance charges incurred in making 
equipment changes are reflected in 
the net income tax report. 

Accurate station figures are im- 
portant in distributing investment 
and revenue accounts in the annual 
reports to the public service com- 
mission and the state tax department. 
It is essential that the management 
of each company be fully informed 
as to station growth for financial 
reasons as well as for the provision 
and planning of office - switching 
facilities. 


Coding of Daily Time Tickets 
Daily time tickets of the plant 
men are also fundamental inter-de- 
partmental reports. Care should be 
taken to see that the men have suf- 
ficient knowledge to record correctly 
the work they do, with sufficient 
breakdown of hours to enable proper 
accounting practice to be followed in 
making the charges to the invest- 
ment and maintenance accounts. 
Smaller companies should adopt 
some method for coding the hours 
and material reported on the daily- 
time tickets in making the distribu- 
tion to the various accounts to 
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be 


removing cable, 18-C for installing 


telephone equipment, 48-X for re- 


moving drop wires. 


The letter T 


may be used with the codes to denote 
work on toll lines. 


These codes will eliminate the use 


of the account number on daily time 
tickets and make it necessary to use 


account 


numbers only at the close 


of the accounting period when the 
codes are associated with the proper 
accounts. 


Like contract work orders, the 


plant men’s daily time tickets are 


the 


basis for other reports to be 


made to company officials and gov- 


ernment 
ness insures the proper assessment 
on properties for taxation. 
tions made on the federal net income 


agencies. Their correct- 


Deduc- 


tax report for maintenance costs and 
depreciation charges, can be traced 


back to the daily time tickets. 


These reports also furnish infor- 


mation that can be used in reporting 


hours for the plant department to 
the state for unemployment 


insur- 


ance purposes and the hours worked 
by the plant men in connection with 


pany is its cash account. 
provisions 


the Wage-Hour Act. 


Daily and Weekly Cash 
Balance Report 
The life-blood of a telephone com- 
Adequate 
for mainte- 


its proper 


nance should be taken by means of 
a daily and a weekly cash balance 


report. 

company 
The daily cash report need only show 
the 


For the smaller telephone 
this is not a hard task. 


cash balances in the _ several 


banks on one side of the ledger and 
the daily amount of subscribers’ ac- 


the week; and total amounts payable 
and cash balance if all bills received 
were paid. These reports will thus 
afford a complete record of cash and 
related items. Proper transfers of 
cash may then be made between the 
different banks, and checks may be 
drawn for bills payable with no fear 
of overdrawing bank accounts. 


Monthly or Quarterly Reports 

by Accounting Department 

A monthly financial report, or in 
the case of many smaller companies 
a quarterly report, should be made 
to the management. In this report 
the accounting department includes 
the results of activity for the period 
just passed. It should contain a re- 
port on the cash balance, revenue 
and expense accounts, the investment 
and liability accounts and a com- 
parison of actual figures with esti- 
mated figures for those companies 
who operate on a budget. 


While this report is primarily 
used for executive purposes, it is 
not always appreciated that when 


such reports are regularly made, the 
records of the company are properly 
maintained. When the time arrives 
for making a tax report or any other 
report, the accounting problem has 
been taken care of and the informa- 
tion may be obtained without the 
necessity of reviewing records for 
the period under consideration. 

In other words, the myriad of de- 
tails to be posted from the contract 
work orders, the daily time tickets, 
the voucher payments and other in- 
ter-departmental reports have been 
properly accounted for. 

During the past year the smaller 
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telephone companies in New York 
have been obliged to file some 60- 
odd tax reports. The financial bur- 
den that various forms of taxation 
have placed on the smaller companies 
has also increased the many account- 
ing and report problems which have 
arisen because of the information 
needed in filing these reports prop- 
erly. In fact, present-day account- 
ing has been brought up to a higher 
standard due to the requirements 
made by the taxing agencies of the 
government. 

Most of the required tax reports 
call for information which may be 
taken from the usual reports made 
for the officers of the company. In 
such cases, it is only necessary to 
take total figures from the records 
covering the period on which the 


salary payments is then posted to 
the individual employe’s record of 
employment and earnings. 


Method of Eliminating 
Duplicate Records 

In many ways the federal social 
security laws and requirements are 
similar to the laws and requirements 
governing the New York state un- 
employment insurance contribution. 
For that reason, it is a good policy 
to adopt a method of accounting 
which will eliminate any duplication 
in bookkeeping. To do this, it is 
necessary to provide similar treat- 
ment for those requirements that 
are alike and to arrange the system 
of accounting to care for the re- 
quirements that differ. 

The main provisions of each group 


of the payroll and are paid solely by 
the employer. 

(2.) New York state unemploy- 
ment insurance contributions based 
on salary payments to any active 
employe over 65 years of age and 
still on the payroll, are due on pay- 
ments up to $3,000 in any one year. 
No federal social security taxes are 
due in such cases. 

(3.) A company is liable for pay- 
ment of New York state unemploy- 
ment insurance tax if there are four 
or more employes. This does not 
apply, however, to the federal old 
age benefit tax, where there is no 
limitation as to the number of em- 
ployes. Thus, a corporation having 
three officers and three other em- 
ployes may, by conducting its busi- 
ness aS a partnership, avoid state 
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By keeping a control record where all salary payments are kept in proper columns, the basis on which payments are made to the state may 


be checked with the basis on which payments are made to the federal government. 


Total salary payments appearing in one column on 


which unemployment contributions are figured may be compared with total salary payments appearing in another column on which social 


report is based. No additional ac- 
counting work is necessary except 
for filling in the tax report with the 
information taken from existing 
records, 


Exceptions to this, however, are 
the reports made to the collector of 
internal revenue for federal social 
security taxes and for federal un- 
employment contributions, and the 
reports made to New York State for 
unemployment contributions. For 
the proper filing of these reports, 
it is necessary to set up additional 
accounting records in order to secure 
needed information. 


The record which is new to many 
of the smaller companies but funda- 
mental in making up these particular 
reports, is the record of employment 
and earnings for each employe. On 
this record is shown the employe’s 
earnings and the deductions made 
by the company from the employe’s 
salary for federal old age pension 
tax. 

The payroll summary, represent- 
ing the record of payments made to 
company employes for a given pe- 
riod, has been revised to include 
hours of employment, total salary 
due, deductions made by the com- 
pany from each employe’s salary for 
the federal old age pension tax and 
net-salary payment. This record of 
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security taxes are paid. 


of laws that are similar and may 
be accounted for only once are as 
follows: 


(1.) Account numbers issued by 
the Federal Social Security Board 
for each employe are also used by 
the New York state unemployment 
insurance department. 


(2.) In both cases the record of 
employment and earnings for each 
employe is used in reporting total 
salaries paid to individual employes. 

(3.) The federal and state pay- 
roll tax reports should not include 
payments after the first $3,000 has 
been reported in any one year. 

(4.) Employes’ earnings include 
not only money wages, but also such 
items as rent, board or other bene- 
fits received in lieu of wages. 

(5.) In the future the time for 
filing reports will cover the same 
period. 

The main provisions of each group 
of laws that are not alike and must 
be taken care of individually, to 
avoid confusion and possible over- 
payment are as follows: 

(1.) The present rate of federal 
social security tax is 1 per cent paid 
by the employer in addition to 1 
per cent deducted from employes’ 
salaries. New York state unemploy- 
ment contributions are 3 per cent 


unemployment taxes but not federal 
social security taxes. 

As a further precaution, the basis 
on which payments are made to the 
state, should be checked with the 
basis on which payments are made 
to the federal government. This 
may be accomplished by keeping a 
control record, whereby all salary 
payments made are kept in proper 
columns. Thus the total salary pay- 
ments appearing in one column on 
which unemployment contributions 
are computed, may be compared with 
the total salary payments appearing 
in another column on which social 
security taxes are paid. 

In this record may also be incor- 
porated a record of the total amount 
of social security taxes deducted 
from employes’ salaries. This total 
may be compared with the social 
security tax paid by the company. 
Any difference between the two 
amounts may be readily checked to 
see that the difference arises from 
fractional cents only. With a control 
record of this nature the total of 
payments made to all employes, as 
posted from the payroll summaries 
to each employe’s record of employ- 
ment and earnings, may be checked 
as to the correctness of payments 
finally made to the state and federal 
governments. 

(Turn to page 31) 








OUTBREAK OF HOSTILITIES 


speculations as to effects on utilities and general businesses 





in the Nation’s Capital 





Special Washington, D. C., Correspondent for 


in Europe creates new 


in America, . . . Now is the time for telephone companies 


to enlarge their present margin of service capacity by order- 


ing new equipment to prepare for “inflation days” as result 
of European war. ... Utilities should take lesson from 


plight of railroads during previous World War 


HAT WILL the outbreak of 
\X European hostilities mean 

for the utility business in 
this country, especially the telephone 
business? What will it mean for 
American business generally ? 


Right away we have to distinguish 
between the immediate effect and 
the long-range effect. The immedi- 
ate effect seems, on the whole, rather 
favorable in terms of dollars and 
cents to the telephone company. For 
the folks who make the things the 
telephone companies need—the tele- 
phone manufacturing companies 
the immediate outlook is equally 
bright. 


Any telephone man who was on 
the job during the early years of 
the last World War, while America 
was still neutral, can well remember 
the sharp increase in communica- 
tions traffic that followed in the 
wake of American provisioning and 
munitioning of foreign powers. 


This increased stress on communi- 
cations service would be quite gen- 
eral and even more pronounced to- 
day by reason of the fact that the 
telephone has come to assume a 
much more vital place in the scheme 
of our economic life than it was in 
the relatively placid days before 
1914. It would mean new industrial 
units coming into existence at strate- 
gic centers. It would mean increased 
activity (and consequent need for 
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service) in the agricultural commu- 
nity as American staples begin to 
find their way into international 
channels. 


It would mean a general quicken- 
ing of the nation’s business and so- 
cial nervous systems, with the in- 
evitable result of increasing long- 
distance traffic by telephone, tele- 
graph, mail and radio. 


UT LOOKING BEYOND the 

first flurry of feverish activity, 
the American business man is con- 
fronted with the gigantic question- 
to what extent might this country 
become involved in a foreign contro- 
versy? Let us assume, as well as 
hope, that the United States will be 
able to maintain continued neutral- 
ity. 

This brings up two Washington 
angles of profound consequence to 
the telephone industry in the United 
States. One is the financial angle 
and has to do with such matters as 
the Treasury’s monetary policy and 
the government’s taxation policy. 
The other is the political angle and 
has to do with such questions as a 
possible encore for the New Deal in 
1940 and the extent to which the 
federal government might attempt 
to take over the control of utility in- 
dustries under color of emergency 
powers. 


Training our long-range Washing- 


by Francis X. Welch 
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ton telescope on this financial angle, 
one significant item becomes imme 
diately apparent: Jf you are not 
already overbuilt on your utility 
plant, or if your present margin of 
service capacity is not so wide that 
it will absorb any of the forthcoming 
demand for service (discussed in the 
foregoing) now, by all means, is the 
time to go out and place your orde) 
for new equipment even if you have 
to pawn the family silver to raise 
the credit. 

Why? It is simply Old Man In 
flation who is hanging just around 
the corner and he certainly won't 
stay around the corner very long if 
a general war breaks loose. Econ- 
omists are agreed, of course, that 
the immediate effect of a European 
conflict on general American econ 
omy would be rather inflationary. 
But that would only be for a short 
time. As the months go by, Ameri- 
can labor and material costs would 
inevitably rise, because American 
products would be siphoned into for- 
eign markets in increasing quanti- 
ties. That is not questionable eco- 
nomic theory; it is just plain com- 
mon-sense arithmetic. 

There would also be an increase in 
the cost of money which is right 
now at an almost absurd minimum 
This would mean the end of the lush 
government-borrowing at freakishly 
low rates which is now going on, as 
well as a curb on private industrial 
financing and refunding. Finally, 
the foreign exchange would go crazy 
with the slump in European curren 
cies. This would inevitably put pres- 
sure upon our government for either 
dollar devaluation or increased taxa- 
tion and the possible combination of 
both. 

So, right now, while we have 
cheap money with relatively high 
purchasing power, is the time to put 
your idle dollars to work against the 
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«ay when they won’t go nearly so 
ir and when you may need badly 
much more plant than you are cur- 
:ently using. Don’t get the idea 
from the foregoing that there will 

» any formal declaration of infla- 
tion or dollar devaluation. With all 
cf our skyscraping national debt, 
cur national credit is still sound 
enough to ease any pressure on the 
collar through credit channels. But 
the purchasing power of the dollar 
would slip away gradually just the 
same, even though we did have more 
business and more dollars as a re- 
sult. 


HERE IS ANOTHER and 
§ po serious point to consider 
as a result of this view into the far 
future of internationally troubled 
waters. It is the problem of rising 
operating expenses for utilities and 
the comparatively rigid revenue ceil- 
ing which results from rates fixed 
by law. Even assuming that you 
went into this period with a capital 
investment fully adequate for the 
needs of your business, the specters 
of higher taxes, higher labor and 
material costs are enough to make a 
first-class worry over the problem of 
making both ends meet at the cash- 
ier’s window. 


Would the state and federal reg- 
ulatory commissions be good sports 
and cooperate under such circum- 
stances? The present outlook in 
Washington in this direction is not 
very encouraging. All the regula- 
tory officials of this administration 
seem to think about, along this line, 
is a constantly lowering trend in all 
forms of utility rates. Some have 
even been active in sowing the seeds 
of discord in the hinterlands by en- 
couraging local agitation for utility 
rate reductions. 

Needless to say, if the utility in- 
dustries, including telephone com- 
panies, found themselves launched 
upon a rising tide of operating ex- 
penses and such a regulatory atti- 
tude continued to prevail at Wash- 
ington, something would have to go 
by the board. 


However, here again are memories 
of what happened during the last 
World War period which may afford 
some degree of consolation. During 
that time, sky-rocketing increases in 
commodity prices threatened collapse 
in some forms of utility service in 
many places unless relief were given 
by way of emergency rate increases. 
This was particularly true with re- 
spect to the railroads, where the sit- 
uation got so bad the federal gov- 
ernment found it necessary to take 
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under the 


control 
old Railroad Administration Act. 


over temporary 
By and large, however, state com- 
missions during that time saw the 
light. They realized that it was in 
the public interest to keep vitally 
necessary utility services from par- 
tial or local economic breakdown. It 
became almost a patriotic duty to 
oil the wheels of utility industries 
with emergency rate adjustments. 
Federal utility regulation was non- 
existent at that time (except for the 
railroads) and so we have no prece- 


dent for guessing whether’ the 
present regulatory set-up here in 
Washington would become equally 


cooperative without a wholesale 
shake-up. But we can be sure that 
if the continuation of essential pub- 
lic service were threatened by any 
unreasonable attitude, an irate Con- 
gress would do something about it. 
Whether it would do something soon 
enough or whether it would do some- 


thing too radical for the interest of 
continued private enterprise is too 
far away even to guess about. 

One obvious precaution which the 
careful telephone executive might 
decide upon as a result of this long 
look into a troubled future would 
be to see that his present machinery 
for assembling clear, complete and 
convincing rate data is working on 
all cylinders. Carelessness in this 
respect might result in a company 
getting drowned in red ink before 
it could make an intelligent cry for 
help. And one can hardly blame a 
regulatory commission for hesitating 
to grant relief by way of rate revi- 
sion unless the need for it were 
compelling and indisputable. 


HIS BRINGS US to the second 
major Washington angle—poli- 
tics. To put the question bluntly, 
will the war in Europe mean 
a third term for President Roose- 
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velt or at least a continuance of New 
Deal policies after 1940? The an- 
swer to this depends on how long 
the foreign rumpus will last and, 
of course, on whether we get into it 
ourselves, or nearly into it, by 1940. 


It is a well-established axiom of 
politics that international tension 
concentrates the public gaze upon 
the President. It intensifies and 
dramatizes his leadership. It eclipses 
his partisan opposition, especially 
on domestic issues. You can easily 
prove this to yourself by stopping to 
think how little reflection you have 
given to domestic political contro- 
versy during the past fortnight, as 
compared with this time a month ago. 

Unquestionably some of the politi- 
cal gains made during the recent 
session of Congress by the Repub- 
licans at the expense of Democratic 
prestige have been wiped out of the 
public memory by the pounding 
waves of publicity given the Euro- 
pean war news. And don’t you think 
the New Dealers are not now work- 
ing like beavers to make the most 
of these favoring political winds! 

Already administration trumpet- 
ers are urging us to“stand behind 
the President” and to “forget petty 
partisan quarrels.” Soon we will be 


called upon to “display national 
unity” during “Democracy’s dark 
hour.” Last week Assistant Secre- 


tary of War Johnson in an address 
at Boston went so far as to accuse 
the Senate majority which deferred 
action on the neutrality law revision 
of “playing politics when peace was 
in the balance and men may die as 
a result.” This waving of the bloody 
shirt so early in the game may strike 
more temperate minds as being an 
exhibition of cheek. But give us six 
months of a general European war 
and you will be surprised how many 
of us will be talking that way. 

And yet it seems hardly likely that 
such empty catch phrases can com- 
pletely obliterate the dissatisfaction 
which has been accumulating against 
the New Deal record on purely do- 
mestic issues. After all, we are not 
at war in a military sense but we 
are still supposed to be at war with 
unemployment and the depression. 
There are a number of the New 
Deal’s so-called “emergency” bureaus 
which are daily draining millions 
away from the treasury to carry on 
this war against poverty. 

We have spent six years and 20 
billion dollars and the unemployed 
are still with us. Whether you be- 
lieve that the administration did the 
best possible job under the circum- 
stances, or that the opposition could 
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Jobs and the Young Man 


Learn to do some one useful thing 
thoroughly. Then when you go out 
to look for a job you will have a bet- 
ter chance of finding one. 


There is nothing so disconcerting 
to one who would like to help find 
employment for a young man as to 
learn that he has no particular quali- 
fications. The hardest person for 
whom to find a job is one who wants 
to do anything—but does not know 
what that anything might be.”— 
DAviD SARNOFF, PRESIDENT OF RADIO 
Corp. OF AMERICA. 





do no better, is a matter of personal 
political opinion. 

This writer is not attempting here 
to discuss the New Deal or its politi- 
cal merits. He merely wants to 
point out that public sentiment for 
or against it (whichever the major- 
ity may be) is probably too well 
crystallized to be wiped out over- 
night by Martian thunderbolts in 
Europe. 


Indeed, there is even the possibil- 
ity that the present administration’s 
strong international sensitiveness 
may get too far ahead of the gen- 
eral public sentiment for its own 
popularity. It remains to be seen 
how tough the bulwark of isolationist 
sentiment is in our Middle West. If 
it does not melt quickly under the 
assault of jingo propaganda to which 
we probably shall be exposed from 
now on, an over-rash administration 
might find itself out on a limb. 


But be that as it may, there is 
little doubt that a war hysteria can 
be manipulated to the political ad- 
vantage of any administration in 
power, and if the tension is dragged 
out over a considerable period, the 
effectiveness of its opposition both 
inside and outside of its own party 
can thereby be diminished. 


INALLY, there is the question 

of what would be the effect of 
war upon the regimentation of in- 
dustry and possible direct govern- 
ment control of utilities. Aside from 
radio broadcasting (which, after all, 
is only a quasi public utility in a 
legal sense and which is obviously 
in the most vulnerable position) 
there is no present authority for the 
federal government to take over the 
controls of any public utility indus- 
try, even if the United States should 
herself become involved in war. 


You can read the emergency pro- 
visions of the Communications Act 





(Sec. 606), and the Interstate Com:- 
merce Act (regulating railroad 
and the Federal Power Act and t! 
Natural Gas Act, and the neare 
thing you will come to governme: 
regimentation are general provisio: 
calling for priority of governme 
use during a time of emergency 


a> er @ 


_— 


The temper of the present Con- 
gress is such that it would not be 
likely to enact more drastic legisl::- 
tion along this line if war came to us 
before the general elections of 194\). 
After that, what Congress might do 
under such circumstances would de- 
pend entirely upon what kind of a 
Congress is elected in 1940. 

Another reassuring factor was the 
recent appointment of a definitely 
conservative War Resources Board 
for the purpose of mobilizing Amer- 
ican industry for national defense 
purposes in time of war (President 
Gifford of the A.T. & T. Co. is a 
member of this board). Should war 
come to us here in America there 
would necessarily be a tightening of 
government controls for all business, 
including price regulation, service 
regulation, and absolute coordination 
with military and naval authorities. 


However, with the kind of War 
Resources Board we have now, ob- 
viously this system of control would 
be of a purely temporary or emer- 
gency character. It would pass from 
the scene after the war and Amer- 
ican business would return to 
malcy. 

But this is assuming United 
States’ participation in a war. If 
we should manage to remain neutral 
there is, of course, no discernible 
basis for fear of government inter- 
vention in the direct ownership or 
operation of the telephone business. 
There may be, if the European war 
lasts very long, a neutrality policy 
which would place telephone com- 
panies and all other communication 
facilities under the supervisory con- 
trol of some special coordinating 
committee for purposes of safeguard- 
ing the policy of the United States. 


nor- 


In plain words, this might mean 
censorship and counter-espionage ac- 
tivities. But this is such a tiny 
cloud that it is not likely to worry 
the industry very much now. At the 
present time, there are reports that 
federal defense officials, together 
with representatives of the FCC, 
have been considering neutrality 
policies for communications in the 
event of war in Europe. But these 
deliberations have been directed al- 
most entirely towards broadcasting 
and other radio services for obvious 
reasons. 
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National Independent Convention 









ENTATIVE plans have been 

made for the program of the 
annual convention of the Inde- 
pendent telephone industry to be 
held next month. Independent Tele- 
phone Week will be celebrated at 
Hotel Stevens, Chicago, commencing 
Tuesday, October 10, and closing 
Friday, October 13. 

The executive committee of the 
United States Independent Tele- 
phone Association met in Chicago 
Wednesday, September 6, with mem- 
bers of the wage and hour commit- 
tee. The executive committee dis- 
cussed plans for the convention next 
month and gave consideration with 
the wage-hour committee to the ap- 
plication to the industry of the wage 
and hour amendment passed just 
before the recent session of Con- 
gress adjourned. 

As tentatively arranged, the after- 
noon of the first day of the conven- 
tion will be given over to reports of 
association officers and to other con- 
vention business. 

The annual business meeting of 
the Independent Pioneer Telephone 
Association of the United States will 
take place Wednesday morning, 
October 11, at which President J. C. 
Crowley, of St. Paul, will preside. 

Following the business session, an 
address will be given by “Dusty” 
Miller of Wilmington, Ohio. Mr. 
Miller is not unknown to Independ- 
ent telephone men for he has ap- 
peared at Ohio and other telephone 
gatherings. His humorous com- 
ments and sound philosophies are 
certain to make a hit with the Inde- 
pendent Pioneers. 

In the afternoon the general ses- 
sion of the convention will hear re- 
ports of the wage and hour commit- 
tee, John H. Agee, Lincoln, Neb., 
chairman; the special committee on 
toll compensation, E. M. Blakeslee, 
Madison, Wis., chairman; and of the 
fire insurance committee, R. C. Reno, 
Fort Wayne, Ind., chairman. This 
will be followed by one or more ad- 
dresses on general telephone sub- 
jects. 

The morning of Thursday, Octo- 
ber 12, will be devoted to division 
conferences. The programs will be 
in charge of the chairmen of the 
divisions as follows: Accounting, 
C. D. D’Aoust, Madison, Wis., gen- 
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eral auditor, Commonwealth Tele- 
phone Co.; commercial, Sam H. 
Shutt, Sherman, Texas, vice-presi- 
dent of Texas Telephone Co.; plant, 
E. W. Olschner, Tarboro, N. C., chief 
engineer of Carolina Telephone & 
Telegraph Co., and traffic, R. S. 
Brewster, Lincoln, Neb., general 
traffic superintendent, Lincoln Tele- 
phone & Telegraph Co. 

The afternoon general session of 
the convention on Thursday will be 
addressed by Representative Albert 
A. Gore of Tennessee, a new mem- 
ber of Congress. Mr. Gore, although 
a very young man, through his abil- 
ity as a speaker and his logical 





COMING CONVENTIONS 


United States Independent Tele- 
phone Association, Hotel Stevens, 
October 10, 11, 12 


Chicago, 


and 13. 


Independent Pioneer Telephone 
Association of the United States, 
Hotel Stevens, October 
11 and 12. 


Chicago, 


South Dakota Telephone Asso- 
ciation, Hotel Widman, Mitchell, 
October 19. 


Kentucky Tele- 


phone Association, Hotel Lafay- 


Independent 


ette, Lexington, October 23 and 
24. 

Tele- 
phone Association, Hermitage Ho- 
tel, Nashville, October 26 and 27. 


Tennessee Independent 


Independent Tele- 
Hotel John 
October 30 


Virginia 
phone Association, 
Marshall, 
and 31. 


Richmond, 


North Carolina Independent 
Telephone Association, Sedgefield 
November 2 


Inn, Greensboro, 


and 3. 


South Carolina Independent 
Telephone Association, November 


6 and 7. 


Alabama Independent T ele - 
phone Association, Jefferson Davis 
Hotel, Montgomery, November 16 
and 17. 











presentations rose to prominence 
during the last session of Congress. 

A favorite with Independent tele- 
phone men, who has not addressed a 
national Independent convention for 
several years, will be on the after- 
noon program. He is Dr. David 
Friday, economist of Washington, 
D. C. The announcement of Dr. 
Friday’s appearance on the program 
will unquestionably be received with 
great pleasure by his many admir- 
ers in the telephone field who in the 
past have so thoroughly enjoyed his 
pungent and terse comments upon 
economic conditions and his views of 
the future. 

As usual the annual banquet, en- 
tertainment and dance of the Inde- 
pendent Pioneer Telephone Associa- 
tion of the U. S. will be held on 
Thursday evening of Independent 
Telephone Week. The same com- 
petent committee, headed by Geo. 
W. Rodormer as chairman and John 
F. Jaap as secretary-treasurer, is 
already at work on arrangements 
and a program for this social event 
which climaxes the week. 

The morning of Friday, October 
13, will be given over to an open 
forum, general discussions and sun- 
dry convention business. 

The indications prior to the out- 
break of the European war last week 
were that this fall’s convention of 
the Independent telephone industry 
would attract an unusually large 
attendance to Chicago. 

While no one knows what the con- 
ditions will be a month from now 
due to war uncertainties, undoubt- 
edly new problems will arise upon 
which telephone men will desire in- 
formation and counsel. The conven- 
tion will afford all an opportunity 
for obtaining the latest information 
on the possible course of events 
which may be expected to confront 
the industry. It’s well to plan to be 
in Chicago that week. 

— Ww 


New York Fair Served 
by 4,500 Telephones 
There are 4,500 telephones at the 
New York World’s Fair over which 
100,000 calls are made daily. The 
telephone plant at the fair includes 
41 miles of lead-covered cables, 27 
miles of which are underground. The 
cables enclose 33,000 miles of wire. 
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THE COMPLETE SERVICE 





By F. J. CHESTERMAN 


Vice-President and General Manager, Western Pennsylvania Area, 


Bell Telephone Co. of Pennsylvania, Pittsburgh 


EMPLOYE SELLING and the “Three-Way Check” to ascer- 


tain subscribers’ service needs are discussed in this second 


and concluding instalment of a paper presented before the 


Pennsylvania convention. 


Suggestions for effective sales 


work may be applied in both large and small exchanges. 


The first instalment published last week dealt with the com- 


pany’s responsibility to subscribers in order to render 


complete and satisfactory telephone service 


E STARTED employe sell- 
ing in the Bell Telephone 
Co. of Pennsylvania 11 years 
ago. Based on our experience we 
have developed a method of finding 
out a customer’s service require- 
ments called the ““Three-Way Check,” 
Chart II. It consists of checking the 
three principal elements essential to 


and type of equipment, and directory 
listings. 

Opposite the subscriber’s present 
service we show what the employe 
should look for. In the next column, 
we show what these factors may 
indicate that the customer may need 
improvements. Next, 
what should be recommended; then, 


as service 


CHECK 1: Does he have the cor- 
rect class of main service? “If cus- 
tomer has” party line, “look for” 
the number of people using the tele- 
phone and the importance of calls 
to them. Thus, “the customer may 
need” an individual line with no calls 
delayed, and other advantages. 
Based upon his needs, recommend 
it to him and quote the correct rate. 

CHECK 2: Does he have the proper 
type and right amount of equipment? 
If the customer has only a main 
station, look at the size, number of 
floors and arrangement of his house, 
and the number of people using the 
telephone. He may need an exten- 
sion telephone upstairs to give 
greater comfort and convenience. 

CHECK 3: Are his directory list- 
ings complete? Here we look for 
any unlisted adults and recommend 
the listings necessary to avoid the 






































good residence telephone service. what it will cost; and, finally, the ad- loss of calls. 
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Chart Il. The "Three-Way Check" is a method of determining a customer's service requirements. It consists in checking 
the three principal elements essential to good residence telephone service—main service, amount and type of equipment 
and directory listings. 














Telephone companies having conventional types of telephones 
can now provide their users with the benefits of modern, 
up-to-date transmitter design, using the same capsule type 
transmitter perfected for the new Type 40 Monophone. This 
superlative transmitter provides highest fidelity and volume 
over a wide range of plant and operating conditions; and, as 
with all Monophone transmitters, operates perfectly regardless 
of the position in which the telephone is held. 


The new combination, as provided for conventional telephones, 
is known as the Type 42 transmitter. It consists of the same 
transmitter capsule as used in the Type 40 Monophones, with 
a molded plastic mounting adapter which serves also as the 
transmitter front and mouthpiece. It can be used on Automatic 
Electric Type 21 central battery telephones or Type 200 local 
battery telephones and is supplied complete with mounting 
screws. It can also be used on Monarch, Kellogg, Western 
Electric and Dean telephones, of either central battery or local 
battery type. 


Plan now to bring your telephone transmission up-to-date by 
replacing your present transmitters with this new Type 42 unit. 
Write at once for prices and technical details—sent promptly 
upon request. 


AUTOMATIC < ELECTRIC 


MAKERS OF TELEPHONE SIGNALING AND COMMUNICATION APPARATUS 
ELECTRICAL ENGINEERS, DESIGNERS AND CONSULTANTS 


Distributors in U. S. and Possessions: 
AMERICAN AUTOMATIC ELECTRIC SALES CO., 1033 W. Van Buren St., Chicago, U. S. A. 
Export Distributors: AUTOMATIC ELECTRIC SALES CO., LIMITED 











SEPTEMBER 9, 1939 




















FRONT PORCH 


THE 
THREE-WAY ~ 








CHECK WILL SHOW IT/ 








U =| ae 
=F 






ceasing [=] WHAT SERVICE 
Be = po p= ==] DO THEY | 
CYL NEED? | et! NeED? 
ee) : ial Petty 





\emena 





SECOND FLOOR, 


THE 








THREE-WAY CHECK WILL SHOW iT/ 


a RD 








Charts Ill and IV. The service needs of either a small or large residence may be ascertained by use of the 


"Three-Way Check." The em- 


ploye should take care to recommend the exact type of service chang2 which would most satisfactorily meet the needs of each family. 


employe, even though inexperienced 
in saleswork, follows the charts for 
each of these three elements in se- 
quence, he can rest assured that he 
has considered all of the factors es- 
sential to good residential telephone 
service and that his recommenda- 
tion will be just as sound as that 
of an experienced salesman. 

Since the introduction of the 
three-way check, the sales of re- 
grades by our employes are up 125 
per cent; extensions 96 per cent; and 
directory listings 226 per cent. Sim- 
ilar check sheets have been developed 
to help employes sell service to non- 
subscribers, to assist in the sale of 
rural service, and to guide installers 
in selling simpler business services. 


Three-Way Check for Small 

or Large Houses 

How the three-way check is used 
in actual practice can best be illus- 
trated by citing examples. Let’s say 
that Sam Jones, the installer, now 
trained on the three-way check, goes 
out to a small house on the edge of 
town to clear a case of trouble, Chart 
III. Mrs. Brown, wife of the sub- 
scriber, tells Sam that the other 
party monopolizes the line and that 
her sister, a nurse, who lives with 
them, has lost several jobs because 
of it. 

CHECK 1, MAIN SERVICE: 
recognizes that with three adults 
using the telephone—two of them 
employed — party-line service isn’t 
sufficient, particularly in view of the 
importance of calls for the nurse. 

CHECK 2, EQUIPMENT: This is a 
small house, the telephone is conven- 
iently located, and one _ telephone 
meets their requirements. 

CHECK 3, LISTINGS: Whatever the 


Sam 


sister’s name is (it probably isn’t 
Brown) and since her calls are im- 
portant to her, she should have her 
name listed in the directory. 

Sam, therefore, studying the needs 
disclosed by the three-way check, 
recommends a one-party line so that 
the line will always be available for 
the family’s exclusive use, and a di- 
rectory listing so that the sister-in- 
law will get all of her calls. 

Now, you may say: “Why didn’t 
Sam try to sell an extension line?” 
In this case he has no valid reason 
for recommending it at present. 

This is an extremely important 
principle—we should not try to sell 
something that is not actually 
needed. This particular case did 
more to prove to our employes that 
we were sincere in saying we wanted 
them to sell only when it would im- 
prove customers’ service than any- 
thing we have ever done. 

Furthermore, in eliminating blind 
recommendations we have gone a 
long way towards convincing our 
customers that our people are tele- 
phone experts, and that when an em- 
ploye recommends a service improve- 
ment, it is necessary. 

Let’s look at a much larger house, 
Chart IV, the residence of Dr. 
Moore, the dentist. Tonight one of 
our operators is in Dr. Moore’s chair 
getting a tooth filled. He knows that 
she works for the telephone company 
and asks the rate for an additional 


bell, as he and his wife are fre- 
quently away at night and his 
mother has difficulty in hearing the 


bell when she is upstairs. The op- 

erator makes a three-way check: 
CHECK 1, MAIN SERVICE: 

family line—no need there. 
CHECK 2: The doctor 


A one- 


lives in a 


two-story house, and even if a bell 
were installed upstairs so that his 
mother could hear it, she would still 
have to come downstairs to answer 
the telephone. So the operator rec- 
ommends an extension telephone up- 
stairs. 

CHECK 3: The mother’s name is 
Moore, the same as the listed name. 
As to whether or not the operator 
should recommend a listing, I would 
leave it up to her judgment. 


Contacts On and Off Job Offer 
Sales Opportunities 

The examples just given are typi- 
cal of the day-to-day contacts of our 
employes. They came up simply and 
naturally. One of them was on-the- 
job by a plant man; the other in- 
volved an employe in an off-duty 
contact. The principle involved is 
the same whether it is a girl in a 
commercial office, a repairman on the 
job, or an operator talking to her 
neighbor. Recommend the service 
that best meets each customer’s re- 
quirements—exactly what he needs. 

Rural customers are an extremely 
important group in Pleasant Center, 
as they represent more than 20 per 
cent of the total subscribers. Sam 
can certainly help here. When he 
is going out on a rural line, he should 
take with him the names of several 
prospects in the vicinity where he 
is working and, if possible, stop to 
see them. Sam will never sell a 
farmer a telephone while driving 
past the farm in a truck. He must 
stop and be prepared to spend some 
time in talking with his prospects. 

We have found that we can carry 
on rural sales work, without the nec- 
essity for major plant extensions, 
by canvassing existing rural lines, 
and we have increased the number of 
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i 99 Stretched to its greatest length, it measures well over 
© four feet. When not in use, it measures but 28 inches, 
OAS | S e nestling close to the telephone ready for instant service. 


It is the 
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E-X-T-E-N-8-I-C-0-R-D 
—a cord that neither disturbs its desk top companions, 
nor battles with itself. It cannot trail indifferently across 
the desk, pulling objects from their places; nor does it 
tangle, kink, or tie itself in knots. 



















In E-x-t-e-n-s-i-c-o-r-d, the insulated conductors are in- 
geniously woven around a sturdy elastic core. Because 
there is neither strain on the conductors, nor undue wear 
on the braid, E-x-t-e-n-s-i-c-o-r-d is exceptionally durable. 
Once you try it, you'll like it. But first you may want to 
know more about it. A request from you will bring prices 
and complete information. 
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WE CONNECT 3 TO GAIN 1 





Save Disconnects 


Chart V. Preventing 
disconnections among 
present subscribers is 
equally as important as 
securing new customers. 
This chart shows that 
for every three new 
stations sold, two exist- 
ing ones are discon- 
nected. 








rural customers by more than 25 per 
cent in the last five years. It is 
possible that rural sales could be 
handled on about the same basis in 
a town such as Pleasant Center with- 
out spending much money. 

Equally as important as securing 
new business is preventing discon- 
nections among existing customers, 
Chart V. This chart shows that 
for every three new stations sold, 
two existing ones are disconnected. 
In other words, we must install three 
to gain one. In the case of a present 
subscriber, the money has already 
been spent to establish his service; 
whereas, with a new customer the 
company must go to the expense of 
installation. 

In this work, the two groups of 
employes most involved are the office 
people who first receive the requests 
and the plant men who finally remove 
the stations. We save about 20 per 
cent of the disconnection requests 
received and feel that this activity 
is extremely profitable. 

The revenue possibilities of sales 
work can best be illustrated by tak- 
ing the 300 residence customers in 
Pleasant Center, Chart VI. We find 
that we have 20 per cent, or 60, on 
one-party lines at $3 per month; an- 


other 20 per cent, or 60, on two- 
party lines at $2.50 per month; and 
60 per cent, or 180, on four-party 
lines at $2.00 per month. From 
these 300 residence stations our 


We need more 


board facilities. 
money from these residence custom- 


ers. How can we get it? There 
are three principal means by which 
we can improve our party-line dis 
tribution. 


Three Ways to Improve 
Party-Line Distribution 


FIRST: We will watch our intake 
Roughly, 15 per cent of our custom- 
ers turn over each year. It is im- 
portant that each new customer be 
sold the type of service he needs 
Here our commercial people can do 
a lot by intelligently applying the 
three-way check and recommending 
the correct service. Other employes 
will also bring in sales and they, 
too, should be trained to make the 
three-way check. 
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Chart VI. The 300 residence customers in Pleasant Center, bringing the company a yearly 

revenue of $8,280, illustrate revenue possibilities of sales work. Intelligent application of 

the “Three-Way Check’ will result in better party-line distribution, for too many four- 
party lines cause excess switchboard facilities. 


present rates will bring us $8,280 
per year. That’s not enough; our 
net return isn’t satisfactory. Hav- 
ing so many four-party lines gives 
us a poor fill on our two-party lines 
and leaves us with excess switch- 
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Chart Vil. After several years of effort to regrade service, the Pleasant Center Telephone 
Co. improved its party-line distribution and increased revenues $540 per year, or 6!/2 per 
cent, with no increase in investment or rate schedules. 
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Sam, who will install the new sta- 
tion, certainly has a splendid oppor- 
tunity to look over the premises, talk 
to the customers, and make rec- 
ommendations based on first - hand 
knowledge. By doing all these things, 
we will improve the quality of our 
intake. 

SECOND: We may call our party- 
line customers at directory closing 
time and sell some of them better 
grades of service. This is especially 
important in the case of subscribers 
who have been receiving a_ better 
grade of service than that for which 
they have been paying. 

We may also find it advisable to 
look over our outside plant and in 
some cases take customers from one 
line and put them on another, so 
that we will have two families on a 
two-party line and four families on 
a four-party line. In this way, we 
will be able to get much more effi- 
cient use of our plant. 

THIRD: We will have all employes 
on the lookout for opportunities to 
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“- MASTER Ringing aro 


Me 


THAT SOMETHING 









PRICE 


945.00 


Other Models— 

20 or 50 watts 

Also Pulsators 
Prices — 


$55.00 to $113.50 


"Model “S’” 
Output 20 Watts 


MOVING PARTS 
VIBRATING CONTACTS 
ROUTINE MAINTENANCE 
RADIO INTERFERENCE 


Write for Booklet 


LORAIN PRODUCTS CORPORATION, Lorain, Ohio 


SOLD BY LEADING DISTRIBUTORS 


Address Foreign Inquiries to Automatic Electric Sales Co. Ltd., Chicago, 11. 








GET THE FULL BENEFIT 
OF YOUR SUBSCRIPTION 


You would appreciate TELEPHONY more if 
you systematically saved each copy after you had 
read it. Often, you have no immediate need for 
the information contained in the article you are 
reading, but it will prove invaluable two, four or 
six months later. Requests for back numbers of 
TELEPHONY prove this. 


Realizing that we could be of considerable as- 
sistance to our readers if we could provide an 
easy, simple method of saving the magazine, we 
decided that a binder designed to our purpose 
would do just that very thing. 

We can now offer to our readers a very practi- 
cal binder—one that will enable you to insert each 
magazine into the binder after you have read it, 
without punching or mutilation of any kind. No 
cutting or pasting is necessary. No more dirty, 
torn or dog-eared magazines. The magazines can 
be removed at any time later if desired. You 
have the complete six months file of copies for 
ready reference. 

The binder is made of durable, leather grained 
imitation leather over stiff boards. It would be 
an attractive addition to any home or library. 


You will get full value out of TELEPHONY 
by saving your copies. The binder costs only 
$2.50 and it will last for many years. 

ORDER NOW. 


TELEPHONY PUBLISHING CORPORATION 


608 S. Dearborn St. Chicago, Ill. 
Wabash 8604 
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AN ORDER 
WE CAN FILL 





... Every electrical supply a 
telephone company needs 


Whatever electrical item you may need, you'll 
find it quickly available from Graybar. Graybar 
provides a complete, convenient source of all ex- 
change supplies as well as everything electrical 
booths 
. poles and crossarms, and complete 


for the outside plant—wire and cable... 
. tools.. 
pole line materials. 
Graybar’s long experience... and its repu- 
tation for dependability going back as far as 1869 
.is your assurance of relia- 
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OFFICES IN 83 PRINCIPAL CITIES... EXECUTIVE 
OFFICES: GRAYBAR BUILDING, NEW YORK, N. Y. 
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INCREASE YOUR REVENUE 
with the New 
GRAY 
PAY STATIONS 





23-J Compact 
Handset Type 


Gray is offering a new line of 
Pay Stations. They are im- 
provements in the old-estab- 


lished equipment which for 
many years has been the 
standard for the telephone 


field. Pay Stations are proven 
revenue builders every 
telephone company should 
have this equipment in every 
public gathering place in its 
community. 

The Station illustrated is sim- 
ilar to the 23-D, but it is ar- 
ranged for a handset. Ii in- 
cludes the switchhook and hook 
switch springs and requires 
only the usual bell box and 
handset with associated cords. 
The universal mounting plate 
on this station allows for either 
shely or wall mounting. The 
LD-72 signal transmitter is in- 
cluded as part of the standard 
equipmeni. The dimensions are 
—I0!/," high, 6" wide, 4!/," 
deep; and approximate ship- 


ping weight is 20 Ibs. In or- 
dering state the type and 
make of handset and ringer 


box to be used. 


THE GRAY 


MANUFACTURING CO. 


HARTFORD, CONN. 


Order Direct or Through 
AMERICAN AUTOMATIC ELECTRIC SALES 


CO., Chicago, Ill. 

GRAYBAR ELECTRIC CO., INC., New 
York, N. Y. 

KELLOGG SWITCHBOARD & SUPPLY CO.., 
Chicago, Ill. 


LEICH SALES CORPORATION, 222 W. 
Adams Street, Chicago, Ill. 

STROMBERG-CARLSON TELEPHONE MFG. 
CO., Rochester, New York 

STROMBERG-CARLSON TELEPHONE MFG. 


CO. OF CANADA, LIMITED, Toronto, 
Canada. 

CANADIAN TELEPHONES & SUPPLIES, 
LIMITED, Toronto, Montreal, Winnipeg 


and Vancouver 

NORTHERN ELECTRIC CO., LTD., Halifax, 
Montreal, Toronto, Winnipeg, Regina, 
Calgary, Edmonton, Vancouver 
Or any other telephone supply house 
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sell better grades of service to exist- 
ing customers. The commercial of- 
fice people will make real sales effort 
when they receive party-line inter- 
ference complaints; all of our plant 
men will talk regrades when they 
are on the customer’s premises, as 
will all of our people in their day- 
to-day contacts. 

After several years we will find 
that we still have our 300 subscrib- 
ers, but now 30 per cent are on one- 
party lines, 30 per cent on two-party 
lines, and only 40 per cent receive 
four-party service, Chart VII. Still 
with the same rate schedule, our 300 
customers are now paying $8,820 a 


While I have dwelt at some length 
on the revenue possibilities inherent 
in improving the party-line distrib :- 
tion, other markets hold forth te 


same possibilities. For exampl: : 
Larger business customers need, ard 
can be sold, improved switching ce- 
vices; smaller businesses are exc:'- 
lent prospects for additional lins 
and telephones; and the field of resi- 
dence extensions is virtually un- 
touched. The same sort of a picture 
could be painted for any of these 
markets. 

Let’s take a quick look at sales 
work in a company much larger than 
Pleasant Center. The chart, No. 


Distribution of Residence Main Stations 
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Chart VIII shows the distribution of residence main stations in three typical Bell exchanges. 


year. We haven’t bought a new sta- 
tion; we haven’t set a new pole. Our 
investment is substantially the same, 
yet our revenues are up $540 per 
year, or 614 per cent. Our plant 
is being put to better use, and our 
net return has been improved. 

We still have room for new sub- 
scribers. We can still sell extension 
stations and directory listings. Cer- 
tainly our customers are receiving 
much better telephone service. 

While Pleasant Center is theoreti- 
cal, the improvement in party-line 
distribution there parallels the ac- 
tual experience of the western 
Pennsylvania division of The Bell 
Telephone Co. of Pennsylvania for 
the years 1935 to 1939. The same 
principle holds true in exchanges 
with an extremely poor distribution 
as well as those with a good distri- 
bution. For example, three typical 
Bell exchanges are shown in Chart 
VIII. 


IX, shows the Alpha Telephone Co. 
of 5,000 stations, and the sales possi- 
bilities open to its management. 
The only difference is that in a larger 
community it might be advisable to 
supplement the work of the employe- 
body by special sales people. 

For example: One of the women 
employes might call residence cus- 
tomers by telephone on a planned 
basis; or in the rural field, a com- 
mercial man might canvass along the 
unfilled rural lines. 

A circle has been drawn around 
those customer groups which could 
be sold successfully by the employe 
body. It includes practically all sub- 
scribers in the company, except the 
large businesses and nearly half of 
the smaller business customers 
which probably would be beyond the 
abilities of the average employe. 

While these customers are small 
in number, they loom large in their 
revenue importance. Each has a 


TELEPHONY 











number of stations, and some have 
branch exchanges. From a strictly 
service angle, the company is much 
interested in them because the qual- 
ity of service rendered at branch 
exchanges affects the overall quality 
of telephone service received in the 
town. 

Our salesmen tell me that we have 
approximately 150 separate items of 
equipment that are used by custom- 
ers in this group. This work is 
pretty much the responsibility of 
the manager or a special salesman, 
in the case of an exchange large 
enough to justify one. 

Studying Chart IX, we see 15,000 
families who have no service at all. 
Among them are many families who 
are substantially the same as the 
subscribers, as far as income and 
social habits are concerned. They 
are the best prospects for new busi- 
ness, which can best be secured by 
a house-to-house canvass by com- 
mission salesmen of all non-users on 
each street, progressing throughout 
the exchange. 

This work can be carried on suc- 
cessfully in large or small ex- 
changes. For example: In a town 
of 1,000 stations we recently inter- 
viewed 801 non-users and sold 41 
new stations. In another much 





The Alpha Telephone Co. 
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SALES ACTIVITIES IN A LARGE COMPANY 





Chart IX shows the sales possibilities open to the management of the Alpha Telephone Co. 
The only difference between the sales work of the larger company and the smaller company 


is that in the larger community it might be advisable to supplement employe sales activities 


with special sales workers. 


smaller exchange of only 300 sta- 
tions, we interviewed 189 non-users 
and sold nine telephones. 

Let’s check up. When we started 


our discussion, we said we would 
apply three tests to sales work: (1) 
Would our customers get service 
that met their needs? (2) Would 


LENZ ELECTRIC MANUFACTURING COMPANY 


1751 N. WESTERN AVE., CHICAGO, ILLINOIS, U.S.A 
“IN BUSINESS SINCE 1904” 
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RO ALE 
clericale 
Wire « Cable 





Paper Insulated and Leaded 


Telephone Cable... 150 Pairs 


Telephone Cable... Paper In- 
sulated and Leaded. 


*” 

Telephone Switchboard Cable 
... Silk and Cotton Insulated 
and Leaded. 

” 

Twisted Pair and Parallel Tel- 
ephone Wire...Rubber Insula- 
ted and Braided (bronze, cop- 
per, iron, and Copperweld). 


* 
BareCopper and Bronze Wire. 


* 
Bare Galvanized Steel Wire 
* 
Galvanized Steel Strand 


JOHN A. ROEBLING’S SONS CO. 
TRENTON, N.J. 


Branches in other cities 


‘NoeF 
ONLY A FINE PRODUCT MAY 


BEAR THE NAME ROEBLING 








the employes benefit by it? (3) 
Would we make more money? 

First, the customer. Certainly 
Mr. Brown and his sister, the nurse, 
will receive more satisfactory tele- 
phone service with their new one- 
family line and additional listing; 
and Mrs. Moore, the dentist’s aged 
mother, is much better off by not 
having to run downstairs to answer 
the telephone. 

In general, more one-family lines 
will improve local completion and 
reduce the annoyance of party-line 


interference; upstairs telephones 
mean greater convenience by day, 
and greater security at night. The 


addition of new customers makes 
the service more valuable to present 
subscribers. New and _ improved 
service arrangements contribute 
greater efficiency in the offices of 
business customers. 

Second, the employe will benefit 
as the company prospers. It is self- 
evident that the employes of a pros- 
perous business are better off than 
those of a poor one. Increased wages 
and better working conditions follow 
a greater volume of business. 


Most important to the employes 
are the benefits that follow from 
increased work-time. Sales mean 


work, and more work means more 
money in the pay envelope and 
greater security in employment. It 
might be well to remember that a 
substantial part of the $2 a sub- 
scriber pays on his bill on Wednes- 
day shows up in the pay check on 
Thursday. 

Last, the company. The Pleasant 
Center company increased its rev- 
enues from residence customers by 
6'4 per cent as a result of sales 
work. In these days of increasing 
taxes, wages, and general expenses, 
it is of vital importance that tele- 
phone companies obtain increased 
revenues. In most cases a_ rate 
change is out of the question, and 
revenue can only be secured by an 
increased volume of business and an 
improved distribution of subscribers 
by classes of service. 

In addition to financial gain, the 
company will also benefit by the fact 
that its service is more pleasing to 
customers. 


Groundwork in Training 
Employes for Sales Work 


In introducing its sales program, 
the management of the company is 
compelled to sit down with its em- 
ployes and talk about the business. 
Many subjects besides sales are dis- 
cussed wages, hours, public rela- 
tions. If it is accepted as a fact that 
public relations are improved when 
the public understands the com- 





it must b: 


pany’s problems, then 
doubly true that employes 
know those problems. 

As employes become familiar wit! 
rates and_ service, they becom: 
better telephone men and women an 
take a more active interest in th: 
affairs of the company. This i: 
especially important in the light 0: 
present conditions. 

How can we get employes t 
undertake this sales work? We hav: 
used a number of methods. For ex 
ample: We have distributed an em 
ploye sales manual to each of ou 
people; a five-page folder which con- 
tains the check charts, the rates fo1 
residence instructions on 
preparing service application cards 
Specifications covering the _ sales 
practices to be followed by our plant 
men are included in their handbooks 

We have found it profitable to hold 
off-the-job meetings with all of our 
people to talk sales with them and 
to demonstrate the principles of 
selling. 

Another method which we have 
employed is that of dramatizing em- 
ploye selling. We have produced 
several short plays at meetings at- 
tended by all employes. These meet- 
ings are held once a year and are 
addressed by an official of the com- 
pany; prior to his talk these littl 
plays are presented. 

Sales work is not static and new 
methods must always be developed 
While Pleasant Center is small, 
the principles are the same fo! 
a large or a small exchange, or 
for an entire company. This is 
true because customers and their 
needs are the same. If your ex- 
change is smaller or larger than 
Pleasant Center, your sales activi- 
ties will differ only in degree, not in 
principle. 

Sales activity cannot be the re- 
sponsibility of a small part of the 
organization. While selling is a 
somewhat spontaneous activity, it 
must be directed with the same care 
and thought as any other projects 
which the company may undertake. 
The supervisory people in the or- 
ganization must be interested in it 
Experience has shown that, by and 
large, the sales performance of the 
employes pretty much displays the 
interest shown by the management. 

Employe selling in our company 
is not a paid-for job. It is essential, 
therefore, that it be presented to 
the employes in the light of being 
a part of the overall attributes of 
good telephone men and women. 
They should recognize that in an 
activity of this kind the subscriber 
benefits, the company benefits, and 
the employe benefits. 
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The Operators’ Corner 





By MAYME WORKMAN 


raffie Supervisor, The Illinois Telephone Association, Springfield, I. 


PROCEDURE in handling re- 
quest to transfer charge to a 
third station. Series No. 377 


HEN AN OPERATOR re- 

WX ceives a request to transfer 

the charge on a long distance 
all to a third station, she must first 
ietermine whether the transfer is 
1uthorized, that is, whether the day 
station-to-station rate from the call- 
ing telephone to the third station is 
35 cents or less. 

If the third station is served from 
your toll center, check the class of 
station as on an inward collect call. 
[f the third station is not served 
from your toll center, reach the 
proper office and pass the call as a 
collect call. Then proceed as follows: 

Having reached the third station, 
say, for example: “This is the long 
distance operator. Mr. Hill is call- 
ing Chicago from Springfield 7423 
and wishes the charge transferred to 
this telephone. Will that be satis- 
factory ?” 

If the charge is accepted enter 
“ok” following the number in the 
calling “Tel. No” space. At the fin- 
ish of conversation, refer the ticket 
to your supervisor. 

The supervisor will encircle the 
entry in the “Spec. Inst.” space in 
green in order to call attention of 
the rate operator to the fact that the 
call should. be rated at the rate in 
effect between the stations between 
which conversation was held. Then, 
if the third station is served from 
another toll center, the supervisor 
will refer the ticket to the chief op- 
erator. 

The chief operator attaches a 
memorandum to the ticket calling 
attention to the fact that the mes- 
sage charge is to be billed to a sta- 
tion served from another toll center. 

In transferring a call to a third 
station, if the charge is not accepted 
enter “chg not accepted (time)”’ in 
the space for reports. At the first 
opportunity, reach the calling station 
and report that the third station will 
not accept the charge and that it will 
be necessary to bill the call to the 
calling station. 

If the calling party volunteers the 
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name of someone at the third station 
who will accept the charge, try to se- 
cure an acceptance from that per- 
son. If the specified person declines 
to accept it, again report to the call- 
ing party that it will be necessary to 
bill the call to the calling station. If 
the calling party does not object, 
make the ticket corrections necessary 
to comply with the requirements for 
billing. 

The ticket details, in connection 
with recording a call to be charged 
to a third station, are as follows: 

Third station in another place 
enter the name of this place in the 
calling “Place” space, drawing a line 
through the name of the calling 
place, and enter the name of the call- 
ing place as a prefix to the calling 
number in the “Spec. Inst.” space. 


Questions from Illinois Operators 


1. If a party places a call from our 
city and it isn’t completed, can we 
pass this ticket to the city where 
he expects to talk from and let 
that operator AG it at the proper 
time? 

2. Does it seem right to hold a sub- 
scriber’s line waiting for a long 
distance call when a local sub- 
scriber is calling the same party? 

3. When a subscriber places a call 
from one point to another and 
wants charges reversed to a third 
point, what procedure do we 
take? 

4. When your toll circuit is OD dur- 
ing a storm, is it compulsory for 
another company to let you use 
their line? 


Called “Parts Department” at 
4:57 p.m. Reached department 
and started conversation but was 
disconnected. In the meantime, 
line became busy. AG’d call at 
5:02 p.m., department closed for 
the day. Is there a_ report 
charge? 

The answers to these traffic ques- 
tions are published on page 26. 


or 


— 


1940 Nebraska Convention 
to Be Held in Kearney 
The Nebraska Telephone Association 
will hold its 1940 convention in Hotel 
Fort Kearney, Kearney, Neb., April 9 
and 10. 









For Indoors 
Or Outdoors 


TYPE 15 
Substation PROTECTOR 


Now—Uses Wood 
Or Fibre Fuses 


Equipped, if desired, to use same 
type fuses as cable terminals. Hence 
it saves bother and reduces your fuse 
stock. 

Type 15 also has the Type 2105 
Discharge Block that gives you better 
protection with less attention. It's self- 
resetting after operation. 

Specify Type 15 on your next order. 
It will mean the beginning of substan- 
tial savings in your protection costs. 


p————— TYPE 15 SPECIFICATIONS =" 


Uses wood or fibre fuses. Four point 
mounting bracket. Two Type 2105 dis- 


charge blocks. Weatherproof zinc cover. 











ZX AUTO MATIT 


VYVELECTRIC 





TELEPHONE, SIGNALING, AND 
COMMUNICATION APPARATUS 





Distributors in U. S. and Possessions: 
AMERICAN AUTOMATIC ELECTRIC 
SALES COMPANY 
1033 West Van Buren Street, Chicago, U.S.A. 
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| DRY BATTERY 


INTERMITTENT | 
SERVICE 
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to meet today’s 
telephone demands 


Season after season, 
month after month, 
long after the time 
you expect ordinary 
telephone batteries 
to signal feebly for 
replacement, Ray-O- 
Vacs carry on, full- 
powered and hearty. 
They cost no more--- 
but how they cut 
down replacement 
costs. 


RAY-0-VAC 
COMPANY 


Formerly FRENCH BATTERY CO 


MADISON - WISCONSIN 


o, Z 
NEW BATTERY 








Obituaries 


U. S. HANNUM, age 72, former 
manager of the Ottawa (Kans.) Tele- 
phone Co., died on August 27, after 
suffering a paralytic stroke three weeks 
before. 

Mr. Hannum was manager of the Ot- 
tawa, Kans., exchange from 1898 to 
1912. While in Ottawa he made many 
friends and was affectionately known 
to members of the staff as ‘“‘Dad.”” In 
1912 he moved to Bonner Springs, 
Kans., and in 1921 was employed by a 
telephone repair shop in Kansas City, 
Mo., where he had since resided. 

Mrs. Hannum, who in the early days 
was the only operator in Ottawa, died 
July 29, 19388. Her death was also 
caused by a paralytic stroke. 

WwW 


HARVEY SMITH, 57, manager of 
the Paulding Telephone Co., Paulding, 
Ohio, for the past 18 years, passed 
away at his home August 4, following 
an illness of a month’s duration. He 
had been in failing health for some 
time. 

Mr. Smith was a member of the 
Methodist Episcopal Church, the Ma- 
sonic Lodge and the Order of the East- 
ern Star. 

Survivors include his widow; a son, 
David R. Smith of Brooklyn, N. Y.; a 
daughter, Mrs. Forrest Stewart of 
Paulding; a grandson; four brothers; 
and two sisters. 

Vv 


LELAND HUME, age 75, one of the 
pioneers in developing telephone serv- 
ice throughout the South and a director 
and former vice-president of the South- 
ern Bell Telephone & Telegraph Co., 
died August 27, at his home in Nash- 
ville, Tenn., as the result of a heart 
attack. 

Visualizing the future possibilities 
of the telephone in the early days when 
his friends regarded it as no more than 
a passing fad, Mr. Hume grew up in 
the industry to see the company with 
which he was’ connected 
throughout the South. 

After attending the Nashville 
(Tenn.) public schools and Vanderbilt 
University for a time, Mr. Hume began 


spread 


his business career with a wholesale 
grocery firm in which his father was a 
silent partner. He rose from porter 


to bill clerk but left at the age of 21 
to join the Cumberland Telephone & 
Telegraph Co. 

In 1890 James E. Caldwell, Nashville 
capitalist on the company’s board of di- 
rectors, became president and promoted 
swift expansion of telephone facilities. 
Mr. Hume was 


installed as general 


manager. 


Later the Cumberland 


merged to form the 


compan) 
Southern Bel 
Telephone & Telegraph Co., of whicl 
Mr. Hume became vice-president. H: 
held the post 18 years, retiring in 193( 
when he had completed 45 years ot 
service with the industry. 


Mr. Hume was well known among 
telephone men throughout the South 

A grandson of Prof. Alfred Hume 
who was known as “ the father of the 
Nashville public school system,’”’ Mr 
Hume served a quarter century on the 
city’s board of education. 

In 1906 he was elected the first 
president of Nashville’s Board of 
Trade, later to be the Chamber of Com 
merce. He was also first president of 
the Jo Johnston Chapter of the Sons 
of Confederate Veterans and the Ten- 
nessee Society of the Sons of the Amer 
ican Revolution. 

Mr. Hume was chairman of the board 
of old Branham and Hughes Academy 
in Spring Hill, Tenn., and a director 
of the Nashville Art Association. He 
was also a director of the American 
National Bank and of the United States 
Chamber of Commerce. 

In 1887, Mr. Hume married Miss 
Lula Trenholm of Charleston, S. C. 
Mrs. Hume died a number of years ago. 

Survivors are a daughter; two sons; 
a sister; four brothers and four grand- 
children. 





Answers to Questions 
Given on Page 25 
1. Yes. 


2. This practice is necessary in 
order that the calling 
party’s long distance call 
may be completed with the 
least delay. The 
calling party’s line may be 
held ten minutes. 


possible 


3. Please refer to preface. 
4. It is not 
customary. 


compulsory, but 


5. If the call is cancelled, a re- 
port charge will apply pro- 
vided the calling party se- 
cured information which 
would constitute a charge- 
able report if given to the 
calling station by the oper- 
ator. Judgment must be ap- 
plied in this case. If the 
calling party expresses irri- 
tation claiming he received 
no satisfaction on the call, 
it may be advisable to waive 
all charges. 
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fommission and 
Court Activities 





‘Race Betting" Investigators 
Warn Communication Systems 
Government counsel—after obtain- 

ng seven lottery, conspiracy, income 

ax evasion, and perjury indictments 

m August 29, from a federal grand 

ury investigating handbook horse race 

vetting in several 
ommunications systems to ‘‘cease aid- 


Chicago — warned 


ng these violations.” 

United States District Attorney Wil- 
liam J. Campbell stated copies of the 
indictments would be mailed to the 
Western Union Telegraph Co., the IIli- 
nois Bell Telephone Co., and the Amer- 
ican Telephone & Telegraph Co. 

“The telegraph and telephone serv- 
ices are named as essential for the suc- 
cessful operation of the companies,”’ 
Mr. Campbell said. ‘They are not 
charged in the indictment with any 
violation of the law. However, a copy 
of the indictment will be 
each of the companies and it will serve 
as a final warning that they are aiding 
and abetting this illegal operation and 
can be subject to federal grand jury 
action.” 


served on 


> 


"Less Than Cost" Rates 
Forces Company to Sell 
After furnishing telephone service to 
its subscribers in Easton, Minn., for 
many years at rates which were inade- 
quate to provide for proper mainte- 
nance, depreciation and obsolescence, 
the Easton Telephone Co. on August 
16 petitioned the Minnesota Railroad 
& Warehouse for author- 
ity to sell its properties to Leonard 
Anderson. 


Commission 


The petition for the approval of the 
purchase and sale included a petition 
signed by 43 subscribers of the Easton 
company agreeing to pay the follow- 
ng higher rates filed with the commis- 
sion: Business individual, $2.75; resi- 
dence individual, $2.00; residence four- 
party, $1.50; a discount of 25 cents 
per month from these gross rates to be 
that the current 
month’s rental is paid on or before the 
20th of month. The rates 
would become effective when stated im- 
provements to the plant and 
are completed. 

The purchaser, Leonard Anderson, 
n the petition agreed that the condi- 
tion of the based first on the 
understanding and agreement that the 
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illowed provided 


each 


new 


service 


sale is 


present subscribers will agree to pay 
the rates specified and the purchaser 
agrees to install, rehabilitate or replace 
the present switchboard, replace poles 
where necessary throughout the vil- 
lage, straighten the corners, repair the 
present cables, inspect and replace all 
drop wires to subscribers’ stations and 
rehabilitate the subscribers’ station 
equipment where found necessary so 
as to render a reliable and satisfactory 
telephone metallicize all 
grounded circuits in the 
render 24-hour service. 


service, 
village and 

The Easton Telephone Co. was or- 
ganized on June 1, 1909 and has oper- 
ated at $1.00 and $1.25 rates for many 
years. The company, due to its low 
rates, was unable to perform the re- 
pairs and reconstruction necessary to 
render a satisfactory service to the 
subscribers, and sold its property for 
very few cents on the dollar invested. 

The history of this company well 
illustrates the contention of experi- 
enced telephone men that an exchange 
cannot be operated with inadequate 
To attempt such operation will 
lead to the public demanding better 
service or the company will be 
pelled to sell its property and accept 
its losses. 


rates. 


com- 
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Commissioners’ Attitude on 
REA Inductive Interference 
The report of the special committee 
on rural electrification of the National 
Railroad & Utilities 
Commissioners presented at its recent 
August 23, dealt with 
the question of inductive interference 
from REA lines on grounded 
telephone lines. It said: ‘The usual 
corrective procedure provides that the 
electric utility furnish the materials 
necessary and the telephone utility fur- 
nish the required labor’? when metal- 
licizing of telephone lines is necessary. 


Association of 
convention on 


power 


The report of the special committee 
quoted from the report on REA in- 
terference made at the 1936 conven- 
tion of the United States Independent 
Telephone Association. This report 
explained the need for higher telephone 
rates if companies were required to 
metallicize lines and noted the difficulty 
of accounting for damage compensation 
by the power lines. 

Cited as an example of commission 


regulation of the REA problem was 
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the 1935 interference law of the Kan- 
sas Corporation Commission. Also 
mentioned in the report was the REA’s 
brief on the liability of REA projects 
for such damage. In the brief the REA 
proposed to protect projects from the 
inductive interference claims of tele- 
phone companies. 
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New York Commission 


Rejects Rate Revision 

The New York Public Service Com- 
mission on August 27 rejected rate re- 
visions filed by the New York Tele- 
phone Co. on the ground that they did 
not comply with an order issued on 
July 26, directing the company to re- 
vise its schedules of charges for serv- 
ice in hotels, apartment houses and 
clubs. The company was ordered to 
make its new rates conform with the 
July 26 order in time to have them go 
into effect September 1, as directed in 
the order. 

The order of July 26 fixed the maxi- 
mum charges and surcharges that ho- 
tels, apartment houses and clubs could 
charge for the use of telephone facili- 
ties. The schedules filed by the com- 
pany, the commission declared, are un- 
because, other 


satisfactory among 


things, they fail to fix definite rates 


HIM 


FULL 
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RE 
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AMERICAN CREOSOTING COMPANY 


but try instead to fix merely maximum 
charges. 

Another objection made by the com- 
mission is that the new schedules do 
not expressly indicate that the hotels, 
apartment houses and clubs are agents 
for the company. It was pointed out 
also that the revised schedules attempt 
to fix the compensation the agents are 
to receive, despite the fact that the 
commission’s order did not deal with 
that question. 

The order of July 26 was based on 
a decision by the commission holding 
that telephone service at guest room 
telephones connected to private branch 
exchanges was public utility service 
subject to the jurisdiction of the com- 
mission. The hotels, apartment houses 
and clubs, the commission ruled, had 
no right to charge for such service ex- 
cept as agents of the telephone com- 
pany and could make charges only in 
accordance with the schedules filed by 
the company. 


Bell Seeks Increases in 
22 Oklahoma Cities 


The Southwestern Bell Telephone 
Co., on August 31, filed application 


with the Oklahoma Corporation Com- 


GTH 
nrealed 
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mission asking approval of proposed 
rate increases in 22 Oklahoma cities. 
Immediate temporary increases were 
asked to be followed by permanent 
orders if hearings sustain the com- 
pany’s contentions that present rates 
are confiscatory. 

The cities where the company is ask- 
ing increases are: Altus, Alva, Ba 
tlesville, Bristow, Clinton, Cushing, 
Drumright, Duncan, Durant, Edmond, 
Enid, Henryetta, Holdenville, Hobart, 
Miami, Muskogee, Pawhuska, Perry, 
Seminole, Vinita, Wewoka and Wood 
ward. 

“This action was taken because o 
continued low earnings in each ex 
change over a period of years,” said 
M. J. Stooker, general manager. “Th: 
corporation commission, on its ow 
motion, began investigations of loca 
rates in four of these cities—Wewoka, 
Muskogee, Bartlesville and Enid. Ar 
inventory and appraisal of each of 
these exchanges was made by the con 
mission and the company. 


“The Enid and Muskogee cases wert 


never set for hearing. Consequently, 
we were not permitted to introduc 
evidence to justify an increase. The 


Wewoka case was heard in January, 
1938, but a decision was never given 
A hearing on Bartlesville was held but 
the commission found it could not 
lower rates there. Our request at that 
time for an increase was ignored.” 


ne 


Lincoln (Neb.) T. & T. Co. Bond 
Issue Reduces Interest Charge 
Nebraska State Railway Commission 
approved upon presentation an appli 
cation of Lincoln (Neb.) Telephone & 
Telegraph Co. to issue $3,500,000 of 
3.25 per cent 30-year bonds maturing 
in 1969. The issue will replace one of 
like amount and maturing in 1969, but 
which carries an interest rate of 3.75 
per cent. These were issued in May, 
1935, and are practically all held by 
11 large eastern insurance companies, 
which have agreed to exchange their 
holdings for the new issue, although it 
represents a reduction of their interest 
income by $17,500 a year, and a sim 
ilar saving to the telephone company. 
The old bonds carried a_provisior 
that if called before maturity $1.03 
must be paid on the dollar. The new 
bonds are sold to them at $103.25, and 
the difference will be used by the com 
pany in paying the expense of refund- 
ing and for additions and betterments. 
The Harris Trust & Savings Bank, of 
Chicago, is handling the transaction. 
The company was moved to ask for 
the new issue by the prevailing low 
interest rates of which it desired to 

take advantage. 
The company’s 


plant has a_ book 
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ilue of $12,506,958. 
10 of 6 per cent preferred stock out- 
anding, and two classes of common, 


It has $5,931,- 


,”" common being represented by 
),103 shares of no par stock, and “B”’ 


ymmon by 65,194 of no par stock. 
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To Investigate Rates Given 
Community Chest Organization 
has started by 
Public Service Commis- 
on of rates charged by the Wisconsin 
elephone Co. to community chest or- 
vanizations in the state, and a hearing 

ill be held September 13. The in- 

stigation was started on the commis- 
ion’s own motion after conferences 

ith company officials had failed to se- 
cure rates applicable to charitable or- 
vanizations for community chests. 

The company contends that commu- 
nity chests are not charitable organi- 
zations and not entitled to the special 
rate given such organizations. 


Investigation been 


the Wisconsin 





“It appears from the records and 
files of the commission,” stated the 
commission notice, “that the rates 


charged by the company to various or- 
ganizations throughout the state known 
ind described as community chests 
may be unlawfully discriminatory or in 
violation of the filed rates, rules, and 
regulations of the company.” 
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Protests Removal of "Free 


Service" Town from Directory 
Attention of the Nebraska State 
Railway Commission has been called 
] to an unusual situation in Ord, Neb., 
but it has declined to take any action 
| unless a complaint is filed. The Ne- 


braska Continental Telephone Co. op- 
erates an exchange at that point and 
has for a number of years included in 
ts printed directory a list of subscrib- 


ers to the Loup Valley Independent 
Telephone Co., North Loup, Neb., 
which it does not own but supplies 

with free service to Ord. 
Some time ago an_ enterprising 


printer at North Loup contracted with 

the local company to get out a direc- 

tory for it free of cost, his remunera- 

tion to come from the advertising he 

was able to secure. He included in the 

j book listings of subscribers of other 
companies at Ord and Scotia, Neb., 

ind then used this fact to solicit adver- 

tising from business and professional 
men of Ord. As this curtailed the ad- 
vertising revenues of the Continental 
company from its Ord directory, it 
| proceeded to have its Ord listing copy- 
ghted, thus depriving the North Loup 


printer of the opportunity of using it 
| n his advertising plan. It also dropped 
| from its Ord directory the North Loup 
} t of subscribers at that point. 
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The city council thereupon passed a 
resolution, a copy of which was sent 
the commission, in which it demanded 
that the North Loup list be included 
in future issues of the Ord directory 
and that the Ord list be made avail- 
able for inclusion in the North Loup 
directory or it would initiate proceed- 
ings for a reduction of rates the 
that when a rate was 
heard some years ago the Continental 
company cited the directory listings as 
advantages to Ord subscribers. 

The Nebraska Continental company 
informed the railway commission that 
there had been of the 
service, and 
made of the serv- 
ice as in the past since the Ord opera- 
tors had instructed to by 
name, as well as by number, when the 
calling subscribers to either company 
did not know the number of the tele 
phone with which connection was de 
sired. 


on 


ground case 


no curtailment 
and that 
venient use may be 


free free con- 


been call 


Secretary Geo. E. Truman of the 
commission informed the city council 
that it could not take jurisdiction of 


the matter based on a mere resolution 
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Increase Rates to Pay 
for Metallicized Lines 
The Belmont-Pleasant View Tele- 
phone Co. was authorized by the Wis 
Public Commission 
August 18 to revise its rates to finance 
the cost of metallicizing lines out of 
its Fayette, Wis. exchange. The com- 
pany recently the Iowa & 
Lafayette County Farmers Telephone 
Co. 


consin Service 


acquired 


The commission found that the com- 
pany had been earning an inadequate 
return and that there 
might default notes issued to 
finance the rebuilding of rural 
and service improvements unless 
tional revenues were secured. 

A rate 
$830 was granted, but even with such 
increase the company will be earning 
only about 3.5 per cent. The company 
will drop its present $12 and $15 rates 
for rural and instead charge 
$4.25 a quarter if the company fur- 
nishes and maintains the instrument, 
and $3.50 if the subscriber furnishes 
and maintains the instrument. 


was danger it 
on 
lines 
addi- 


increase of approximately 


service 
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Summary of Commission 
Rulings and Hearings 


Federal Communications Commission 


September 18: Public hearing before 


the commission to bring about a legal 
determination of the FCC’s authority 


over telephone rates where exchange 
While 


areas extend over state lines. 
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the prepared data deals with the South- 
western Bell Telephone Co. and its ex- 
tension of exchange areas across state 
lines, and elimination of toll rates, final 
decision will apply to many other areas 
in the United States. 


Idaho Public Utilities Commission 

August 15: Interstate Telephone Co. 
ordered to reduce rates on handsets 
in private residences. 

Beginning September 1, the rate for 
handsets in residences (which was 25 
cents) was reduced 10 cents, and an- 
other 5-cent reduction will be made on 
January 1, 1941. In 1942, persons 
who have had handsets for 18 months 
or longer will pay the same rate as 
for desk type telephones. Business 
handset rates remain unchanged. 


Illinois Commerce Commission 


= 


September 7: Hearings in Springfield 
on applications of the Illinois Com- 
mercial Telephone Co. for authority to 
increase rates in Coulterville, Bethany, 
Chatsworth, Bradford, Evansville, Low 
Point, Washburn and Fairbury. 

Protests have been filed by the vil- 
lage of Chatsworth and by Mayor Geo. 
Thomas of Coulterville. 


Kansas Corporation Commission 

September 19: Hearing on applica- 
tion of Southwestern Bell Telephone 
Co. for authority to withdraw from 
telephone exchange operations in Ben- 
ton and Towanda. 

September 19: Hearing on applica- 
tion of Albert A. Warrell for a cer- 
tificate of convenience and authority 
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to transact the business of a telephone 
utility in Benton and Towanda. 

September 21: Hearing on applica- 
tion of Osage Telephone Co. for au- 
thority to make certain changes in rates 
in Osage City. 


Michigan Public Service Commission 

September 11: Hearing in Lansing 
on joint petition of Hillandale Tele- 
phone Co. for authority to sell its prop- 
erty to the Michigan Bell Telephone Co. 
Included in the petition was a request 
to approve rates of the Michigan Bell 
company for the stations involved in 
the sale. 


Minnesota Railroad & Warehouse 
Commission 
September 11: First public hearing 
on complaints against the compromise 
rate order of May 2 which reduced 
rates of Tri-State Telephone & Tele- 
graph Co. in St. Paul. 


Nebraska State Railway Commission 

September 14: Hearing on applica- 
tion of Nebraska Continental Telephone 
Co. for permission to discontinue its 
exchange at Loretto. 

September 18: Hearing on applica- 
tion of Lincoln Telephone & Telegraph 
Co. for authority to revise rates at its 
Julian exchange. 


North Carolina Utilities Commission 

August 14: Central Carolina Tele- 
phone Co. ordered to reduce rates in 
Pinehurst. The exchange which serves 
the resort town will be completely mod- 
ernized. 

The new rates, effective September 1, 
provide that four-party residential 
service be reduced from $3.50 to $2.65 
a month and four-party business service 
from $5 to $4.75. There will be no 
change in rates for individual-line sub- 
scribers. 

The company will borrow $20,000 
to improve the Pinehurst exchange, the 
commission announced. 

In the order, which also was signed 
by Associate Commissioner Frank W. 
Hanft, Commissioner Stanley Winborne 
wrote: 

“The individual line subscribers are 
in the main in the wealthy class who 
have telephone service only a few 
months in the year and are not over- 
charged under the present rates, con- 
sidering conditions existing at Pine- 
hurst. The four-party subscriber has 
telephone service for a longer period 
of time and the mere fact that he is 
a four-party subscriber is indicative of 
his financial inability to have better 
service.” 


Ohio Public Utilities Commission 

August 30: The commission, reserv- 
ing the right to require retention of 
the rates after the experimental period, 
authorized the Ohio Central Telephone 
Corp., in its campaign to secure a re- 
sumption of telephone service at Mt. 
Gilead, to maintain for the period of 
six months the following experimental 
rates, effective September 1: 

Business independent line, $4.50; 
business two-party, $4.00; business 
rural, $3.00; residence independent 
line, $2.75; residence four-party, $2.00 
and residence rural, $2.00. 

August 30: Ohio Bell Telephone Co. 
authorized to revise the boundaries of 
the base rate area and also the ex- 





change area of its Chesterland ex 
change in Geauga county to conforn 
to the development of its common bat 
tery automatic dial type service, effec 
tive September 1. 

August 31: Upon the verified repor 
that property of the Ragersville Tele 
phone Co. is in such condition as to b: 
incapable of rendering proper services 
the commission, on the condition tha 
the property be dismantled or otherwis: 
disposed of to eliminate any publi: 
hazard, ordered the company’s nam: 
removed from the list of public utilitic 
operating under its jurisdiction. 

August 31: Chesapeake Telephon: 
Co. authorized to file a new schedul 
for its Chesapeake exchange. In addi 
tion to existing rates the schedule es 
tablishes the following: 

3usiness four-party, $2.50; busines 
rural, $2.50; residential rural, $1.75; 
handsets, 25 cents per month extra. 

The authorization also provides fo 
new rules and regulations governing 
the furnishing of service. 








Oklahoma Corporation Commission 

August 31: Southwestern Bell Tele 
phone Co. filed application for increases 
of rates in 22 cities. Immediate tem 
porary increases were asked to be fol 
lowed by permanent orders if hearings 
sustain the company’s contention that 
present rates are confiscatory. The 
cities involved are: Altus, Alva, Bar 
tlesville, Bristow, Clinton, Cushing, 
Drumright, Duncan, Durant, Edmond, 
Enid, Henryetta, Holdenville, Hobart, 
Miami, Muskogee, Pawhuska, Perry, 
Seminole, Vinita, Wewoka and Wood- 
ward. 


Pennsylvania Public Utilities 
Commission 

August 19: At the request of West 
Portal citizens to have service extended 
to their community the commission au- 
thorized the Bell Telephone Co. of 
Pennsylvania to extend service to the 
town from its Phillipsburg exchange. 


Wisconsin Public Service Commission 

August 25: People’s Telephone Co., 
Mt. Hope, Grant county, authorized to 
issue a $20,000 first mortgage note to 
repay an outstanding note of $15,250 
and to secure cash for utility additions 
and extensions. 

The note is to mature September 1, 
1949, bear 4% per cent interest, and 
call for serial payments of $100 a 
month plus interest. The sole purpose 
to be served by such refunding opera- 
tion is to obtain $4,750 of additional 
funds with which to pay for net addi- 
tions to property. These property ad- 
ditions consist principally of metalliciz- 
ing of lines due to interference caused 
by lines of a rural electric cooperative. 

September 12: Hearing in Green 
Bay on application of Viking Telephone 
Co. for authority to increase rates. 

September 13: Hearing in Madison 
on commission’s investigation of rates 
charged by Wisconsin Telephone Co. to 
“community chest”? organizations. 

September 14: Hearing in Madison 
on alleged refusal of Hager City Tele- 
phone Co. to extend its lines to serve 
Ludwig Anderson and others. 

September 18: Hearing in Gays 
Mills on application of Utica Farmers 
Mutual Telephone Co. to extend its 
lines in town of Utica, Crawford 
county. 


TELEPHONY 





> oe 


— «= = 








é ccounting and Reports 
of the Smaller Companies 
(Concluded from page 11) 


At the close of the year this con- 
tiol record will also furnish the nec- 
sary information for making the 
nual unemployment insurance tax 
yment to the federal government. 
1e record provides a complete check 
roughout the year on all payroll 
x payments made during the year, 
r it shows at a glance the similar- 
ties as well as the dissimilarities 
isting between the state and fed- 
al payroll tax requirements. 

In filing the annual reports to the 
iblic service commission and the 
tate tax department we again have 

situation where the information 
‘equired in the reports is closely 
related. While the major part of 
information requested in the reports 
may be had from the telephone com- 
pany’s annual report, there are 
schedules to be made up that call 
for information not so readily avail- 
This information should be 


9 t 


able. 





Best Story of the 
Week — What's Yours? 
writes W. N. 
Curtis, general manager of the Missouri 
lelephone Co., Columbia, Mo., “I called 
on Ned Aisthorp, at the time operating 
While there 
the telephone rang and after the usual 
‘Yes, Ma’am’s,’ I that Ned 
was greatly amused with what was be- 
ing told him. Hanging up the re- 
ceiver, he broke out with a right good 
hearty laugh. Then he told me of the 
conversation and explained the situa- 
tion somewhat as follows: 
“At that time the Cairo 
was a bachelor; let’s call him Jim Bar- 
nett, which isn’t his name. 


“Several years ago,” 
the exchange at Cairo, Ill. 


could see 


mayor of 


Jim had a 


telephone at home, in a nice part of 


town. The only other Barnett in the 
telephone directory was “Mrs. Jim Bar- 
nett”’ with an the 
section of town. This was rather em- 
barrassing to both the mayor and the 
telephone manager. The latter had 
been working on Mrs. Barnett to take 
a listing under some other name, but 
without success. 

The telephone conversation which 
took place while I was in Ned’s office 
was much as follows: 

‘Is this Mr. Aisthorp?’ 

‘Yes, Ma’am.’ 

‘Well, this is Mrs. Jim Barnett that 
was; and Mr. Aisthorp, in the next fone 
hook yo’ all get out, I want’s to change 

iy listing to Mrs. Woodrow Wilson 
McAdoo’.” 


address in colored 
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accounted for during the year, there- 
by reducing much of the review work 
that would have to be done other- 
wise. 

In order to carry out this program 
it will be necessary to set up addi- 
tional accounting records to take 
care of such schedules in the annual 
reports as: The breakdown of the 
charges to the asset and expense ac- 
counts which have been made 
through the clearing accounts; the 
distribution of salaries paid employes 
to the asset and expense accounts; 
the distribution of insurance charges 
as to the type of insurance coverage 
and the expense accounts affected; 
and the accounting for interest pay- 
ments made during the year, show- 
ing name of creditor, amount of 
note or other obligation, the period 
covered, the rate of interest and the 
amount paid or accrued. 

Changes in tax districts should be 
recorded during the year in such 
a manner as to make it possible at 
the close of the year to arrive at 
the total miles of pole lines, cable, 
wire and other plant properties with- 
out the necessity of making a review 
of the accounting records to obtain 
the data. 

The sources of information where 
all may go for help in solving the 
smaller company problems are many. 
The smaller companies in New York, 
have as a guide the uniform system 


of accounts manual issued by the 
New York Public Service Commis- 
sion. This manual gives the basic 


regulations for telephone accounting 
procedure. The New York Tele- 
phone Co. is willing to assist the 
smaller Independent company in 
solving particular problems through 
its connecting company department 
in Albany. 

The trade journals publish articles 
of great benefit to those in the smal- 
ler company telephone business and 
your association is always ready 
with last minute news, information 
and encouragement on any problems. 
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One Way to Wear Out 
a Telephone Number 
Telephone numbers have been writ- 
ten, carved and printed on a variety 
of backgrounds ranging from memo- 
pads to the walls of pay-station booths 
—but Miss Kitty Carlisle, well-known 
movie actress, started a new fad last 
winter when she had her telephone 
number embroidered in her fur coat. 
For means of identification the em- 
broidery idea has its merits. Cars are 
numbered so that owners can be quick- 
ly traced, and certainly a telephone 
number provides a quick contact. 
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Here and There in the Field 





The Telephone as a 


Minister's Assistant 

Discussing ‘“Doorbells and _ Tele- 
phones” in a recent issue of The 
Christian Advocate, John D. Clinton 
says that ringing one cannot displace 
the other. They are both real, as was 
the burning bush on the mountain for 
Moses. ‘For God took a scholar like 
Moses, and in a sensational move, like 
burning a bush high against the sky, 
convinced this man that holy ground 
was everywhere present,” says Rever- 
end Clinton. 

“So today,” the article continued, 
“while we look for new fields ‘to con- 
quer, some of us need the telephone 
to ring at our elbow and show us 
where the job begins. That pastoral 
work includes the doorbell, there is 
very little contrary argument. 

“But what have we done in enlist 
ing the telephone bell? Perhaps you, 
too, have said the telephone was not 
personal enough. I know my mistakes 
now and see what a great assistant | 
have slighted all these years. 

There was a street fair in our town. 
And what a crowd turned out! It was 
publicized by line calls over country 
telephones. 


We started line calls for special 
church services. We were planning a 
pipe-organ recital at four in the after- 


The Thing To Do Is 


TELEPHONE 


® When something must be done quickly ! 
© When an emergency exists ! 
® When the weather is bad! 


home, in the store, shop or office that must 


be handled efficiently and quickly. TELEPHONE! 


De ry Telephone Co. 


DE QUEEN HORATIO LOCKESBURG - DIERKS 








WINSTON PRICE, vice-president and ac- 
countant of the Markesan (Wis.) Telephone 


Co., wanted a helper in the telephone business 
and married Miss Olive Schultz of North Fond 
du Lac. This picture was taken after their 
marriage July 12. For the last ten years Win- 
ston has been associated with his father, H. A. 


Price, at Markesan. 


noon. And to advertise that event I 
put in ten line calls. As the operator 
rang one certain section of the coun- 
try, she would ring me, and then I 
would tell my story. You may be sure 
that such publicity worked. 





“L hadn't time to go my-elf" > 


ey 





The Telephone Is | 
Your “Closest” Friend..... 





* e 
D, i Telophone % S 
De Queen Dierks Horatio Lockesburg 








Donations of meat for banquets a1 
solicited among the same folks, b: 
means of direct calls, of course. An 
I claim that reminding folks of chure 
subscriptions by telephone is a grea 
time-saver. 

The other day the telephone rang 
and the company secretary said: ‘h 
our new directory we have an extr: 
page. If you could use it, call back 
in half an hour.’ 

I did, and now not only are thers 
bushes aflame for God, but even the 
telephone directories have started to 
speak in our community.” 


~~ oe 


Illinois Association to Hold 
11 Fall District Meetings 

A. J. Parsons, Springfield, Ill., sec 
retary-treasurer of The Illinois Tele 
phone Association recently issued a 
schedule giving the location and dates 
of the district meetings to be held dur 
ing September and October. The 
schedule is as follows: 

Dixon, September 12; Minonk, Sep- 
tember 13; Pekin, September 19; Mt 
Pulaski, September 20; Galesburg, Sep 
tember 27; Mt. Sterling, Septembe: 
28; Mattoon, October 5; Carlinville, 
October 17; Mascoutah, October 18; 
St. Elmo, October 24, and Robinson, 
October 25. 


“Please, Daddy 


Let’s Have A Change!” 





We We Mr. and Mrs. Norman to De Queen, And Wish Them Suece 


De Queen T lephone Co. 


De Queen _ Dierks - Lockesburg, _ 








These three attractive advertisements with direct subscriber appeal have been run in a De Queen, Ark., newspaper by the De Queen Telephone 
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Co. during its regular campaign. 


TELEPHONY 

















A short general assembly will be 
held at each district conference after 
which the meeting will be divided into 
two sections, one for the operators and 
the other for managers and employes 
rom the plant and commercial depart- 
ents. There are many matters of im- 
,ortance to be discussed and the asso- 
ciation officers urge telephone people 
to attend the meeting nearest to them. 


vv wW 


Michigan Association Schedules 

Three District Meetings 

The Michigan Independent Tele- 

hone Association announces locations 

nd dates for three district 
to be held this month. 

Members of district No. 2 will meet 


meetings 


Lower Your Cost! 





Re 


cheaper to in- ) 
stall and endure 
as long as life of equip- 


ment. Write for samples. 


EY 


DIVISION CHISHOLM-RYDER CO., INC. 
3909 Highland Ave. Niagara Falls, N. Y. 


POLES 





B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
Pentrex Butt Treated or Plain. 


poles 








Cc. M. Christiansen Co., Phelps, Wis.— 
Northern White Cedar Poles, plain or 
butt treated. Quotations on request. 








International Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants: 
Beaumont and Texarkana, Texas. 








MacGillis & Gibbs Company, Milwau- 
kee, Wis.—Northern White and Western 
Red Cedar Poles. Plain or butt-treated. 
Immediate quotations on request. 











T. M. Partridge Lumber Co., Minne- 
apolis, Minn.—Northern White— Western 
Red Cedar Poles. Plain or butt-treated. 








Valentine Clark Corporation, 2516 Dos- 
well Ave., St. Paul, Minn.—Finishd 
i Cedar Poles. Plain or butt-treated. 








' Western Red Cedar Company, P. O. 
| Box 663, Sandpoint, Idaho.—Plain or butt 
} treated Western Red Cedar poles. 
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at the Lakeland Golf and Country 
Club, nine miles southeast of Howell, 
Mich., on September 19; district No. 1 
will meet September 20 at the Colonial 
Tea Room, located on Gull Lake Road, 
three miles north of Kalamazoo, Mich., 
near the Nazareth Academy; and dis- 
tricts No. 3 and 4 will meet on Sep- 
ber 22 at the Traverse City Golf and 
Country Club, one mile south of Trav- 
erse City, Mich. 

Each of the meetings, scheduled to 
start at 9 a.m. and continue until 4 
p.m., will be devoted to plant and traf- 
fic conferences and general discus- 
sions. 

vv 


"| Wonder Why" of a 


Telephone Engineer 
By Ray BLAIN 


“I Wonder Why” Independent tele- 
phone companies in general do not pro- 
vide a greater number of pay stations 
and booths for the convenient use of 
the general public? 

A common practice in the average 
small and medium-sized town is to in 
stall the business telephone instrument 
out in the front room of the establish- 
ment for unrestricted public use. This 
may be commendable, from a point of 
hospitality, but the practice has nu- 
merous objectionable features. This 
ordinarily proves true of practically 
all things of the free and easy variety. 

Naturally there is small satisfaction 
in placing a call from any telephone 
located in a noisy room. It also often 
proves embarassing to make even an 
innocent call with an attentive audi- 
ence listening-in. One may be merely 
calling the dear wife to advise her 
that he will not be home for dinner, 
and be forced to endure a silent third 
degree from an appreciative audience. 

An even greater objection to the 
making of a personal call on a busi- 
telephone is that it frequently 
prevents someone calling in for busi- 
ness purposes. We Americans are in 
general a most impatient people; and 
when we call a certain number and find 
it busy we quickly become discouraged 
and call other concern. This 
would seem to indicate clearly the de- 
sirability of keeping business tele- 
phones available at all times for strictly 
business uses. 


ness 


some 


Some will no doubt claim that there 
is no method whereby this admitted 
abuse of the business telephone may 
be corrected in the small or medium- 
sized town. But we feel there is an 
answer, which should prove advanta- 
geous to all. Why not install the tele- 
phone back of a counter or in a rear 
room, where it may be reserved for 
business use at all times? Then in- 
stall a pay station—-preferably in a 


SPRING 
WING 
TOGGLE 

BOLTS 







a> Scape rior Featurs 
BUILDERS SPECIALTIES 








These are better toggle bolts in every detail. 
Press through the smallest hole. Open in the 
minimum space. Each jaw operates independently 
the instant it has clearance, never catch or jam 
in rough or irregular surfaces while being inserted. 
Self-bracing, they lock thread when fully tight- 
i ened preventing screw 
(or bolt) from loosening. 
insist on PAINE 
Toggle Bolts for 
firm anchorage in 
every type hollow 
wall. 18 types, each 
=C in 60 sizes. 
= Write today for Catalog 
of PAINE Anchoring de- 
vices and building | and 


THE PAINE CO. 





Warehouse and 
48 Warren St. 
New York 








Consulting Telephone Engineer 
“Modernization of 
Equipment and Methods 
for Improved Service” 


GARRISON BABCOCK 
1104 Third Avenue, Seattle, Washington 








J. W. WOPAT 


Consulting Engineer 

Telephone Engineering 

Construction Supervision 
Appraisals—Financial 
Rate Investigations 


1510 Lincoln Bank Tower Fort Wayne, Indiana 








Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 
35 East Wacker Drive CHICAGO 








COFFEY SYSTEM 


Exclusive Telephone Accountants 
Accounting Forms for All Classes Telephone 
Companies 
CENTRAL ACCOUNTING DEPARTMENT 
Lemcke Bidg., Indianapolis 








SLOAN & COOK 
CONSULTING ENGINEERS 
120 SOUTH LA SALLE STREET 
CHICAGO 


Appraisals—Original Cost Studies 
Depreciation, Financial, and Other 
Investigations 























_ TELEPHONY ADVERTISERS 


@ will give you service 
which will be pleasing 
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Classified Seetion 


Rates 10 cents per word payable in advance. 
Minimum charge $2.00 for 20 words or less. 


-_ 
a) oT t ~< 
RECONSTRUCTED EQUIPMENT 

Gray No. 11 or No. 7 3-slot pay stations 

for 5c, 10c and 25c coins @ $ 6.50 
Gray No. 14 3-slot pay stations for 5c 

10ec and 25c coins @ 6.75 
Western Elec. No. 20 central battery ind 

coils 35 
Leich or Monarch local battery transmit- 

ters with back and mouthpiece @ 90 
Automatic Elec. Co. receiver with new shell 

and cord @ 1.10 
Kellogg No. 22 or Western Elec, No. 329 

transmitters with back and mouthpiece @ 1.10 
Western Elec. No. 46 central battery ind 

coils U 0 
Western Elec. No. 1269A main frame pro 

tectors with heat coils and carbons, per 

bank 20 lines @ 12.00 
Kellogg No. 115 desk type Grabaphone 

handset complete with 3 cond. cord less 

signal set (Wired for use with any stand 

ard signal case) @ 4.50 
Western Elec. No. 20 desk stand with new 

cabinet 3-bar 1000-1600 or 2500 ohm 

ringer signal set, $10.00; 4-bar, $10.75 

5-bar @ 11.50 
Monarch No. 33 desk set with 3-bar 1000 

ohm ringer inside connection Monarch 

signal set @ 7.85 


Double pole, double throw 15 


switches @ 


Amp. knife 


REBUILT ELECTRIC 
1934 West 2st St. 


Pilsen Sta. 
Chicago, Hi. 


EQUIPMENT CO 








MANSBRIDGE TYPE 
CONDENSERS 

telephone, telegraph and radio 
Superior to tin foil type as 

they are non-short-circuiting and oc- 

cupy smaller space in installations 
Write for list of stock sizes We 

also make special condensers to speci- 

fications furnished us 


For 
SETVICE 


Special terminal design on metal case 
to exclude air and moisture 

THE ELECTRIC SPECIALTY CO 
CRESCO, IOWA 
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will give you service 
which will be pleasing 


























FOR SALE 


SALE 
combined witl 
total returns 
(Owner 


chance to 


FOR exchange 
making 
exchange 
excellent 
long 
Substantial down 
time, low interest 
TELEPHONY 


Good lowa 
other business, 
better than 500 
younger man 
into what has 
considered ideal set-up 
payment, balance long 
\ddress 8841 care of 


otters 


step been 








POSITION WANTED 


EXPERIENCED 


position as 


telephone manager 


wishes manager of small ex 


change Experience covers management, 
construction and maintenance of lines, 
central office equipment. With Bell com 
pany ten years. Best of references Ad 


dress 8842 care of TELEPHONY 








CALCULAGRAPHS 
6-C AND 6A 


Either 
COMPLETELY RECONDITIONED 


or 


AS ARE BUT COMPLETE AND TESTED 
AUTOMATIC RIBBON REWIND 


Write for Prices 


BUCKEYE TELEPHONE and SUPPLY COMPANY 


COLUMBUS, 


OHIO 
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modern booth—out in the store for th: 
convenient and private use of all. 

Undoubtedly the customers will ap 
preciate this service and will gladly 
pay five cents for the privilege oi 
making each local call in private com 
fort. will find this : 
real convenience in the making of long 
distance calls, and the bother of col 
lecting will be avoided. 


Travelers also 


The booth and pay-station locations 
must be carefully selected, but a check- 
up will indicate many possible instal 


lations which will prove desirable. Or 
dinarily stores, hotels, railroad and 
bus stations, filling stations, garages, 


soda fountains and restaurants are de 
sirable locations. In fact, any place 
of business with a fairly large volum« 
of customers will provide good reve- 
nues. 

This arrangement should prove a fi- 
nancial gain to the average company 
and will certainly cause the customers 
to have a appreciation 
their telephone service in general. 


greater for 


—- 


l. T. & T. Corp. Reports 
Gains in Nine Countries 
The International Telephone & Tele- 
graph Corp. has reported that its oper- 
ating nine countries 
scored an aggregate net gain of 40,456 
telephones in service in the first seven 
months of 1939. 
their record rate of growth in 
the gain for the 
was 40,595. 


subsidiaries in 


This compares with 
1938 
when seven months 
increase in 1937 
1936 it was 24,565. 
Latin-American coun- 
tries contributed 25,265 telephones to 
the gains so far this year. Subsid- 
iaries of I. T. & T. Corp. on July 31 
operated 633,367 


The seven months’ 


was 35,693 and in 
Companies in 


telephones in coun- 
tries south of the United States. 


—-— 


Lincoln (Neb.) T. & T. Co. 
Reports Station Gains 


The station gain of the Lincoln 
(Neb.) Telephone & Telegraph Co. in 
the first six months of the year was 


566 more than for the same period in 
1938, John H. 
Toll revenues decreased 


announces Agee, gen- 
eral manager. 
by $8,269. 
Adverse crop conditions in parts of 
the company territory give rise to ap- 
prehension as to what will happen the 
remainder of the The first 
months of 1938 registered a loss of 
179 stations, nearly all in the month 
of June when failed, with the 
result that the year showed a loss of 
905 June of this 
167 


year. six 


crops 


telephones. year 


stations. 
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showed a net loss of 








